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THEY KNOW 
THEIR TRACE CHAINS 


LC: the land where the temperamental and deceptive mule is king 











of draft animals—famed for his “tough hide and short recol- 


lection” —~you’ll find the men who know their trace chains. 


There’s sound logic in the determined preference of these men for 
El-Wel-Tra Trace Chains. For the name El-Wel-Tra, over a period 
of 25 years, has stood for individuality and character—for better 


material and workmanship—for longer service. 


El-Wel-Tra Trace Chains offer unusual rewards NOW to the dealer 
who will display them and mention them to his customers. The New 
Deal has brought New Dollars into action. And somebody is always 


in need of trace chains. 


AMERICAN CHAIN COMPANY, Inc. 
Bridgeport, Connecticut ‘ 


WORLD’S LARGEST MANUFACTURER OF 
WELDED AND WELDLESS CHAINS 
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MORE SOLD 
Than any other kind 
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Used and recommended by canning experts for 23 
years. Sure to seal. Easy to open. No tugging. No 
prying. One big lip instead of two small ones. New 
live rubber that stays alive. Safe for all methods of 
canning. Original “cold pack” jar rubber; still the 
leader in this field. Nationally advertised. More sol. 
than any other kind. Sales for 1932 show splendid 
increase over 1931. A larger profit. And a bigger 
repeat business, for you. THAT’S GOOD LUCK JAR 
RUBBERS with the Big, Handy Lip. 


GOOD LUCK 


Jar fubbers 


BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge. Mass. 


Largest Makers of Fruit Jar Rings in the World 


m Ag Publication office. N. W. cor. 56th and Chestnut Sts., Philadelphi 
i-class matter May 22, 1913, at the Post Office at New York under the Act of Murch 3, 1879. 
(Printed in U. S. A) $1.00 per year. Single copies, 15c each. Vol. 132, No. 4 
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This Record of Performance is 
Your Best Buying Guide 








State Trapshooting Championships 
Won up to August Ist with 


KLEANBORE SHELLS 


47% of all Singles Championships 
43% of all Handicap Championships 
40% of all Doubles Championships 
40% of all Women’s Championships 
50% of all Junior Championships 
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The record up to August 1 shows that, as usual, Kleanbore is leading 
throughout the country among winners at the traps. By the time the hunting season opens 
this fall the shooters will be more strongly convinced than ever of Kleanbore’s superiority. 

Don’t complicate your stocks for fall. Put in Kleanbore Nitro Express for 
the longest range load; Kleanbore Game Loads and Shur Shot Shells for aver- 
age shooting. Kleanbore has the widest acceptance and is easiest to sell. Your jobber will 
supply you. REMINGTON ARMS COMPANY, INC... BRIDGEPORT, CONN . . . Originators 
and Sole Manufacturers of Kleanbore Ammunition. 
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Remington, 


LEANBORE. 


SHOT SHELLS 
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QUESTION : - 


WHICH FENCE SHALL I SELL? 
ANSWER: 
SELL THAT WHICH SELL 


HAR DWAR =a 















Zinc Insulated Fences 
Steel Fence Posts 
American Steel Gates 
Banner Poultry Fences 
Protector Poultry Fence 
Netting 
Bale Ties 
Nails, Staples, Barbed 
Wire 
National Expanding 
Anchor Dirt Set End and 

Corner Posts 


Wire of all kinds 


















A great deal has been written—and a great deal has been said—regarding the merits and sal- 
ability of fence. There are, however, two indisputable facts that point out a straight and certain 
path to profit. First: American Steel & Wire Company Zinc-Insulated Fences have stood the test 
of time—proved their ability to serve better and with greater economy throughout more years 
than any other fence. Second: these superior fences are the largest selling brand in the world— 
and are demanded by a great majority of the nation’s farmers. 


Thus, time-proved quality—and the biggest demand by far—are perfect answers to the question 
“Which fence shall I sell?’ 


We will gladly forward to you information regarding Zinc-Insulated Fences—and the equally 
meritorious companion products listed above. 











AMERICAN STEEL & WIRE COMPANY 








208 South La Salle Street, Chicago SUBSIDIARY OF ure IQS staves STEEL CORPORATION Empire State Bldg., New York 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES First National Bank Bldg., Baltimore 
Pacific Coast Distributors: Columbia Steel C y, Russ Building, San Francisco Export Distributors: United States Steel Products Company, New York 
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HINTS for 
(Juick Sales 


O housewife wants to spend hot 
AN summer hours in the kitchen. 
Show her the way out, and you'll 
speed up August sales. 

More hours on the front porch, 
fewer in the kitchen—that’s the 
theme of Pyrex Ovenware August 
national advertising in the leading 
women’s magazines. It’s a story 
that hits the mark. Get your share 
of the business it makes with a good 
“hot-weather hint’ display of Pyrex 
Ovenware in your windows. 


No. 683 A Sales Leader 


Make Casserole No. 683 the main fea- 
ture of your window “show.” It’s an 
especially handy time-saver for the 
housewife. A double dish that does 
everything. Its special lid performs a 
variety of time- and trouble-saving func- 
tions. Its casserole bottom cooks 51 
different dishes. It’s one of the fastest 
sellers in the Pyrex Ovenware line. 
Pyrex Ovenware seldom hits August 
sales doldrums. Put it on prominent 
display and watch it keep you busy. Get 
in touch with your jobber today ... Ask 
him in particular for No. 683 Pyrex 
Casserole. 


PYREX 


Trade-mark Reg. U.S. Pat. Off. 


CORNING GLASS WORKS... .. © «© © «© « + 
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Pyrex Ovenware national advertising ap- 
pears in Woman’s Home Companion, 
Ladies’ Home Journal, Good Housekeep- 
ing, McCall’s, Delineator, Better Homes 
& Gardens and Farmer’s Wife. Tie in 
your store with it. 

@ This Pyrex Casserole lid has a whole 
line of uses . . . a whole set of sales points 
all its own. Off the Casserole (tap) it’s a 
separate dish for many different foods. 
On the Casserole (center) it’s a regular 
lid, or, turned over, it cooks two foods 
in the space of one. Under the Casserole 
(bottom) it’s a non-conductive “heat 


pad.” 


. . CORNING, N. Y. 





easier 
to sell rope 





the way the 


customer buys it 
BY THE FOOT 


T= PLYMOUTH Rope-by-the-foot 
chart has now established itself with 
hundreds of Plymouth Dealers as a val- 
uable selling help. Customers buy 
length not weight and this handy 
chart furnishes an instantaneous 
method of reckoning price per foot. 





This is just one of the many free sales aids available to the 
Plymouth Dealer through your jobber or on direct request. 
Tested dealer helps of many kinds back up your selling if you 
carry Plymouth in stock. Consistent display of Plymouth 
dealer helps will constantly call your store to the 
attention of rope prospects which should stimulate sales. 


But even more important in the final analysis — Plymouth 
Quality, the very highest known to modern rope making, 
is the greatest and surest dealer help that you can find 
anywhere. Plymouth Ship Brand Manila is the rope that 
your customers can trust and the rope that you deal- 
ers can trust. It will bring you new customers and 





on Be ig —_ strengthen your hold on the ones you now have. 
the famous Ship 
Trade Mark PLYMOUTH CORDAGE COMPANY 


North Plymouth, Mass. and Welland, Canada 


SALES BRANCHES 
New York Chicago Boston Baltimore New Orleans San Francisco 


PLYMOUTH 


° SHIP BRAND MANILA ROPE e 
T H RO P E A A T: RU S T 
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BY THE WAY... 


| was in a machine shop the other day and noticed a mechanic 
trying to cut down a steel shaft with a piece of Emery Cloth—a hard, 


slow job. 


Asked why he did not use Aluminous Oxide 
Cloth, which would do three times the work in 
half the time, he said, ““What is Aluminous 
Oxide?” 

1 told him, and he then remarked, 
wonder my hardware dealer hasn't told me 


about this!" 


Side is 


Se 
Herp Sere ‘ Goeth 
ae as, 





“It's a 


It certainly is a wonder to me that hardware 
dealers let this very profitable metal-cutting 
cloth business pass around them to the mill 

supply jobber or to the manufacturer, when they could easily enough 
get most of it by simply asking their local shop-men for the trade— 
first having acquired, of course, enough knowledge of the various 
shop abrasives to sell them. 
| will gladly send our booklet, “Coated Abrasive Materials,’ and 
our © Trade-Name Identification Card,” 
who writes for them—together they tell the whole 


They're 


to anyone 


story about Abrasive Papers and Cloths. 


free, of course. 








B. GALLAHER: 
ant Mfg. Co., Nerwalk, Conn 
You may send me, without pn samples of: 





CLOVER MANUFACTURING COMPANY 
NORWALK, CONN,., U.S. A. 


SANDPAPERS 
METAL-CUTTING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 
CLOVER GRINDING AND LAPPING COMPOUNDS 
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| Green-Stripe Sandpaper. 
| Red-Stripe Turkish Emery Cloth—for polishing. 








Yellow-Stripe Aluminous Oxide Cloth—for cut- 
ting hard metals. The universal shop abrasive. 


| Orange-Stripe Garnet Paper—for wood-working. 
| Orange-Stripe Garnet Cloth. 

Clover Grease-Mixed Grinding Compound. 
| Clover Water-Mixed Valve-Grinding Compound. 




















Name 











Address 





Character of business 


~ 








© QUICK 
ACTION 


An important 
feature of 


the No. 900 





RECIOUS moments are saved 

motorists in manipulating this 
improved type of overhead garage 
door. This point of service alone 
has largely contributed to the 
popularity of the 


900 Natienal 
DOOR SET 


Heavy vertical springs furnish a perfect Six-section door for extra head clearance 
counterbalance for the weight of the doors. 

Special cam closing devices and rabbeted joints to exclude moisture add prestige 
to this sales leader. Exterior hardware is protected from rust by galvanizing 








before Japanning. 


Installation is simplicity itself. Doors have hard- 
ware mounted in place and are completely glazed. 


Further information gladly furnished on request. 


National hardware is sold direct to the 
retail dealer—-a policy that promotes qual- 
ity, service and direct selling cooperation. 


NATIONAL MANUFACTURING 
COMPANY 


All hardware mounted on the inside Sterling : Illinois 
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HERE'S A (CODE 


that actually works— 
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Point No. 2 


in this 8-Point Sales-building Plan... 
Store-personalized Window Demon- 
stration Service, illustrated in photo- 
graph, above. Part of a simple, 
practical retail sales plan which in- 
cludes: 
& 
1 National window and store-display 
service. 
2? Store- personalized window dem- 
onstration service. 
3 Local consumer advertising service 
(Direct-mail, Radio, Newspapers). 
4 Direct-consumer solicitation serv- 
ice. 
5 Co-operative educational store- 
salesmen service. 
6 Specialized house-paint campaign. 


7 House-painter and architect dem- 
onstration meetings. 
‘*The Valentine Associated Deal- 
ers’’—Co-operative and mutual. 


Judged by actual results, this is by all 
odds the most powerful sales plan yet 
offered. Backed by the best-known 
name in the paint and varnish industry. 
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This Valspar Sales Promotion Plan 
Steps Up Retail Sales 20 to 85% 


UDGED by results, here is the most powerful 
sales-building plan ever offered to the trade. A 
selling ‘code’ that actually works, as proved by the 
fact that Dealers all over the country are reporting 
sales increases ranging from 20 to 85% . . . some have 
more than doubled their paint and varnish sales. 
It’s a simple, practical plan, nothing fancy... 
made up of tested ideas that work. There still is time 
to cash in on it. Why not write for details? 


VALENTINE & COMPANY 


386 Fourth Avenue, New York City 


Makers of VALSP AR Finishes 


> 








You Can Make Money NOW 
Selling SIMMONS K-K’ TIRES 


with this 


3 POINT 
PROFIT 
POLICY 


1 Simmons Guaranteed Quality 


Guaranteed to equal in performance any 
tire made, regardless of name or price. 


2 Longer Profit per Tire Sold 
and per Dollar Invested 
An extra liberal profit margin on every 
tire in the line, plus the new SIMMONS 


rebate contract which gives even greater 
profits as increased sales volume develops. 


3 Exclusive Dealer Franchise 


A dealer contract ihat protects you from 
competition in your territory on the 
SIMMONS K-K Line. 


SEND COUPON NOW For 
Special Introductory New Deal 
ON THE SIMMONS K-K LINE 


A complete dealer set-up that puts you in the tire 
business on a profit-making basis—on an invest- 
ment of less than $100. Only quick-moving stock 
— 8 sizes that will equip 80% of all cars. A hand- 
some storage and display rack — FREE. 

Advertising service that follows through to you 
customers. The coupon brings you full details. 


SIMMONS HARDWARE COMPANY 
St. Louis, Missouri 


Send me all information on your Special Introductory 
New Deal for exclusive dealership on SIMMONS K-K 
Tires. 


Name...... 


Store Name 


Address 





y 


¢ 


y q 


4 


- 


Sins 
Wed 
'InA ARYA 


\ 





Modern safety non-skid design= 8 per cent 
deeper. 


Wide semi-flat tread, thicker than other tires 








of recognized quality. 
Extra tough tread — more miles for your money. 





Tread anchored to carcass by double cushion 
breaker, making 2 extra plies under the tread. 





Extra rubber cushions between the plies of fabric. 





Thick rugged sidewalls to guard against rut and 
curb wear. 





Strong durable piano wire beads. 





Resilient cord carcass — 31 per cent stronger. 





Extra strong cord fabric — each cord completely 
coated with live rubber. 


SIMMONS HARDWARE COMPANY 
ST. LOUIS, MISSOURI 


“‘The Recollection of QUALITY Remains Long After the PRICE is Forgotten’”’ 
—E. C. SIMMONS 
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Inspect your 


SELLING ADVANTAGES 
like you inspect yur STOCK 


@ It is as important to know what makes 
merchandise sell as it is to know what you have in stock. 
The thing that sells your customers and keeps them sold . . 
is quality and honest value. This is especially true of 
lamps; for quality determines the light output and life of 
a lamp ... and light is what your customers buy lamps 


5. QUALITY 


How can you be certain to sell lamps that give the 
utmost in light for the current consumed; lamps that 
do not blacken prematurely; lamps that do not burn out 
too quickly? 

Sell only lamps made by a 
reliable manufacturer w hose 
products are accepted as stand- 
ard. 

Edison Mazpa lamps, 
made by General Electric, 
undergo 480 distinct processes, 


sure the utmost in light for the current they consume. 
Microscopic accuracy is required in many parts. The 
filaments are magnified 75 times for inspection. The glass 
bulbs are inspected for the slightest flaws. Intricate 
processes extract all moisture to less than 1/100,000 of a 
single dew-drop. Why is this extreme precision neces- 
sary? It is necessary because many parts of an incandescent 
lamp are more delicate than the hair spring of a fine watch. 
The slightest deviation may decrease the light output or 
shorten the life of the lamp. In lamp manufacture, ac- 
curacy and uniformity are not simply desirable, they are 
absolutely necessary, if the customer is to get good light 
at low cost. 


And General Electric not only makes lamps with extreme 
accuracy and care, to insure uniform quality, but it goes 
a step further. Through nation-wide advertising, it sends 
the story of Edison Mazpa lamp quality into 
every wired home. Your customers and your prospects 
read and remember the fact that lamps bearing the mark 
2) are unexcelled in dependability and efficiency. Because 
buyers prefer them—it pays you to sell them. General 





inspections and tests to in- Electric Company, Nela Park, Cleveland, Ohio. 





PRESTIGE: You link your store with the best known trade-mark 
in the electrical industry. "A 





ADVERTISING: The advertising of Mazpa lamps made by Gen- | 
eral Electric has always led in volume, in continuity, and in ef- "A 
fectiveness. | 


DISPLAY SERVICE: General Electric spends more money than any l 
other lamp manufacturer to develop, pre-test and make G-E displays "A 
the most outstanding in the whole merchandising field. 


IDEAS THAT HELP YOU SELL: General Electric searches every V 





LOOK FOR THIS MARK 





branch of retailing to find effective ideas so that we can pass on to 
our alert dealers, new, sound, proven ways to sell more lamps. | 


I 
2 
3 
h 
5 | QUALITY M 
6 
7 
E 








CONSIGNMENT PLAN: Stabilizes prices and assures satisfactory 
profits. No obsolescence to charge off. No investment in stock ... 
no price cuts. 





ORGANIZED CAMPAIGNS AND CONTESTS: General Electric 
systematically and regularly initiates campaigns and contests .. . 
and pre-tests them in advance. 














DISON MAZDA LAMPS 


GENERAL @ ELECTRIC 





12 HARDWARE AGE 





me. 
The 
lass 
cate 
yf a 
ces- 
ent 
tch. 


or 


are 
ght 


me 
‘oes 
nds 
nto 
cts 
ark 
use 
ral 





A REGULAR FEATURE 
OF HARDWARE AGE 








OW’S the i 


Interpreting for hardware 
men, such basic factors as 
crop outlook, freight car 
loadings, circulation of 
money, building progress, 
employment, etc., and 
dealing with specific price 
trends, demand for mer- 
chandise, shortages and 
future outlook as reflected 
by the study of the na- 
tional hardware market 
situation. 











Future buying up to this point 
has been very heavy, fortunately, by 
both wholesalers and retailers, and it is 
felt that to a considerable extent the 
normal early fall requirements of alert 
buyers have been covered. 


* * * 


Copper and brass sheets were 
advanced by leading producers one- 
half cent to one cent per pound on Au- 
gust 3, based, it is said, on the increased 
costs due to wage and hour adjustments 
impending under the industry’s code. 


* * * 


Copper rivets and burrs were 
likewise advanced August 3 one cent 
per pound, but copper wire itself did 
not follow the advance. It is under- 
stood that the advance of three-quarter 
cent per pound on wire put into effect 
on July 7 took into consideration 
both the higher price of electrolytic 
copper at that time, as well as the prob- 
ability of higher production cost. 


* * * 


Copper metal remains firm and 
unchanged despite a recent period of 
quiet buying, although ingot copper has 
risen four cents from its low value of 
$5.00 per 100 lbs. during the past four 
months, 


* + * 


An increase in the price of elec- 
tric refrigerators has been announced 
as immediately effective by the West- 
inghouse Electric and Mfg. Co. The 
rise on the various units ranges from 
$10 to $75, although the lower priced 
new model recently introduced remains 
unchanged. 
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ardware Business? 


With Which is Combined 


BUSINESS 





____. HIGHLIGHTS 


Dutch Boy liquid lead and flat 
paint were advanced on August 15 by 
the National Lead Co. and new price 
lists have been mailed to the trade. 


* * * 


Electric wiring sundries, includ- 
ing outlet boxes, switch boxes, covers 
and related items, were advanced on 
July 26th by the All Steel Equip Co., 
Aurora, Ill., and it is said the change 
has been more or less general among 
makers of similar products. 


* * * 


A new price list, applying to 
Catalog No. 16, was issued by the H. B. 
Ives Co., New Haven, Conn., under date 


of July 15. 


* * * 


Confirmation of the tool advance, 
previously mentioned, and effective July 
24, shows a mark-up of about 20 per 
cent on hammers and $1.00 per dozen 
on axes. This is the second advance 
since the sharp cut which went into 
effect during the spring. First quality 
unhandled single bit axes are now at 
$11.00 per dozen, and first quality size 
11% nail hammers at $10.00 per dozen. 
Some manufacturers expect unhandled 
axes to again reach $12.00 a dozen be- 
fore the selling season is over. 


* * * 


The Clyde Cutlery Company an- 
nounce advances averaging 25 per cent 
on all long handle pruning shears, tree 
pruners, beet topping knives, and corn 


hooks. 
* * * 


Turpentine and linseed oil have 
settled down to a steadier schedule after 


rapid advances. In fact, some recent 
quotations have shown a- slight reduc- 
tion. Many buyers are still drawing 
from contracts placed months ago at 
the low figures, but it is felt that the 
present lull is temporary and_ that 
values will be fully maintained. 


* * * 


The Chicago Flexible Shaft Com- 
pany has advanced the price on Sun- 
beam Mixmasters to $19.50 list from 
$18.75 previously ruling. Rubber elec- 
trical tape has advanced 10 per cent, 
lamp cord 10 to 20 per cent and brass 
sockets 33-1/3 per cent on bulletins re- 
ceived from various manufacturers by 
electrical jobbers. 

* * * 


Stove pipe and elbows have taken 
their second mark-up since the opening 
1933 prices were announced. Twenty- 
eight gauge 6 inch blued pipe recently 
advanced to ten cents per joint. It is 
now priced at eleven cents, and the 
corresponding 28 gauge 6 inch corru- 
gated elbow has been increased from 
$1.20 to $1.30 per dozen. Differentials 
for smaller and larger sizes remain un- 


changed. 
* * * 


Standard galvanized ware ad- 
vanced on August Ist approximately 5 
per cent, with a further mark-up aver- 
aging about 10 per cent on some of the 
better quality galvanized items, includ- 
ing garbage pails and ash cans. The 
most recent price change on copper 
wash boilers marks up this line about 
10 per cent, with slight variations de- 
pending upon the quality. 

* © & 


In cutlery lines, wholesalers have 
just been advised of a 10 per cent rise 
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in quotations of malacca tin plated and 
chromium plated flatware. It seems 
definitely sure that ten-cent retailers in 
catalin handled, stainless steel knives 
and forks will soon be off the market. 


oe @ @ 


Prices, due to labor and hour 
stipulations, are being either withdrawn 
or changed by numerous bulletins from 
all classes of manufacturers. It is diffi- 
cult and frequently impossible for 
wholesalers to safely continue accept- 
ing business for future delivery, except 
at open prices to be governed by the 
market at time of shipment. 


* + 


Competitive vacuum bottles and 
lunch kits have been increased from 6 
to 19 per cent on several numbers by 
Landers, Frary & Clark and others. All 
makers are expected to follow as these 
items have been unduly depressed in 
price for the past several months. 


+ + 


Tubular brass plumbing fixtures 
took their second mark-up in price on 
August 1, ranging from 12 to 15 per 
cent. A surprising improvement in de- 
mand has taken place recently in better 


grade plumbing supplies, including 
complete bathroom outfits, laundry 
accessories, etc. 

* * 


Carpenters’ aprons, following the 
upward trend in all cotton products, 
have been slightly advanced by most 
manufacturers, in varying percentages, 
but the major mark-ups expected have 
not yet been felt by the wholesalers. 


* * * 


Cooperage prices, affecting bar- 
rels and kegs of all sizes, have been 
generally withdrawn by manufacturers, 
with new quotations to be contingent 
upon the nature and amount of the in- 
quiry, and the dates of delivery re- 
quired. 


- @ © 


Closet seats are higher, jobbers 
having recently put through changes of 
fifteen cents ranging up to thirty-five 
cents on the respective qualities. 


* + 


Quotations in general on brushes 
and brooms are higher. Practically all 
manufacturers have withdrawn prices, 
and many who are quoting new figures 
are announcing them as temporary and 
subject to change without notice. Prob- 
ability of further advance within the 
next thirty days is frequently expressed. 
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Asphalt roofing and shingles 
have been almost continually in the 
price change notes since April, due, 
manufacturers say, to rapidly rising 
prices in rags for roofing felts and a 
disturbing shortage. The latest an- 
nouncement affecting these products 
advances the general line of strip 
shingles and asphalt brick-style siding. 
11-1/3 standard hexagon strips have 
been marked up from $3.59 to $3.76 per 
square in the L.C.L. resale prices to 
dealers, ten inch standard square tab 
shingles in standard colors ate now 
$4.71 instead of $4.47 per square. 


* * 


Copper cut tacks and nails, 
which increased in cost last May, were 
again marked up on July 14 by most 
makers 21% cents per pound, or about 
15 per cent. On August 1 brass 
cobbler nails and brass clinch nails 
took a correspondingly sharp rise. 


* %* 


Ornamental lawn fencing and 
gates of leading brands were advanced 
five dollars per ton on August 1, to 
cover shipments to September 30 only. 
The discount for cash in ten days has 
been reduced from 2 per cent to one- 
half of 1 per cent, in line with a much- 
criticized provision of the recent steel 
code. On central sizes, fencing is 
affected about 7 per cent and gates 
about 21% per cent, aside from the cash 
discount change. 


* * * 


New saddlery hardware price 
schedules, issued July 27 by Eberhard 
Mfg. Co., followed by other makers, 
show increases ranging from 10 to 15 
per cent. Items affected are bits, snaps, 
rings, clips, buckles, and similar acces- 
sories. 


* 4 *# 


Solder prices have eased a trifle, 
following a small recession in the price 
of pig tin. Solder costs are still 60 
per cent or more above the 1933 low 
marks, and any considerable decline 
from the present levels seems unlikely. 


* + * 


The steel industry’s code con- 
tinues to be the subject of much com- 
ment. A provision affecting hardware, 
is the proposal to discontinue the long 
customary 2 per cent 10 day cash dis- 
count terms on nails, wire and fencing, 
as well as on steel pipe and tin plate. 
It is proposed that these shall be at 
one-half of 1 per cent discount for 
payment in ten days, on the same basis 
as bars, plates, sheets and other bulk 
steel commodities have heretofore been 
sold. There is a feeling among hard- 


ware jobbers and retailers that the in- 
dustry should continue to allow the 
customary 2 per cent cash discount. 


se @¢ € 


Ninety per cent of the steel 
workers employed during the active 
period of 1928 and 1929 are now said 
to be employed by the steel industry 
in general, although the operations of 
the industry are at an approximate 
50 per cent of capacity. Steel spokes- 
men point to this percentage as an in- 
dication of the wide support in reem- 
ployment given by the industry to the 
President in his work toward national 
industry recovery. 


* %*+ * 


Surprising activity in zinc and 
lead is shown by report from the produc- 
ing center, Joplin, Missouri, to the effect 
that the combined value of zinc and 
lead ore shipped from the district this 
year up to August 5 has already passed 
the total for the entire year of 1932. 


* %*+ 


Hardware offices are greatly in- 
terested in the review of the new general 
mail order catalogs issued at the mid- 
year period. The chief feature of the 
catalogs is the complete abandonment 
of freight or express prepayment. Some 
substantial price mark-downs are noted 
on the basis of the freight being omitted 
from the price, but in general hardware 
lines are at a more comfortable com- 
parison with the ruling figures quoted 
by leading wholesalers to their cus- 
tomers. 


* © @ 


Montgomery Ward July sales in- 
creased about 15-1/3 per cent over the 
corresponding month in 1932. This is 
said to be the best percentage of gain 
over a preceding year’s record since 
May, 1930. After thirty consecutive 
months of decreases from the preced- 
ing year’s totals, May, June and July 
have shown cumulative betterments in 
Ward’s monthly dollar sales. 


* #2 


Retail store sales in general, as 
reported to Dun and Bradstreet’s, are 
keeping ahead of last year, although 
not at the same high rate as at the re- 
cent peak levels. Consumer buying at 
present is spreading to articles of larger 
investment, many of which are for the 
first time in the luxury class. 


* 8 
Fewer business failures were re- 
ported for the July 27 week than for 


any full week so far this year. The 
total recorded by Dun and Bradstreet 
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was 333, compared with 336 failures 


- for the preceding week and 609 for the 


same period of 1932. In all trade groups 
the totals were smaller than for the 
week preceding, with the retail class 
making the best showing. 


* + 


Signs of building upturn are 
commencing to appear, June and July 
awards being at a very much better 
showing compared to 1932 than the 
general average of the first six months. 
Comments from the Pacific Coast in 
particular show a big increase during 
the first seven months of 1933 over last 
year, although this was chiefly effected 
by the major bridge project at San 
Francisco. 


* + * 


Electric power output for the 
week ended July 29, as computed by 
the Edison Electric Institute, continues 
to hold the gains which have been 
manifest for the past several weeks. 
The gain over the corresponding week 
of last year was 15.4 per cent, being 
especially strong in the factory areas 
of New England and the central north- 
ern states, and with the smallest rate 
of increase reported from the Pacific 
Coast district. 


* + 


Railway traffic remains ahead of 
the corresponding weekly records of 
1932. For the week ended July 29 cars 
loaded were 127,293 above a year ago, 
with increases also over the preceding 
1933 week on less than carload mer- 
chandise and on coal, coke and ore. 
Loadings of grain and live stock were 
under the July 22 week. 


* * * 


Steady improvement in bank 
clearings is very encouraging. For the 
sixth period this year clearings for the 
week ended July 29 were in excess of 
the five billion dollar mark, and were 
58 per cent higher than those of the 
corresponding 1932 week. As _ usual, 
the chief improvement was at New 
York, but there were substantial in- 
creases elsewhere. Decreases in clear- 
ings were reported from Baltimore, 
Detroit and Cleveland. 


* *& 


Sales of new passenger cars in 
the United States in July were approxi- 
mately 63 per cent greater than in July 
last year, according to R. L. Polk & 
Co. The gain was 29 per cent above 
the best previous July, which was in 
1925, when 42,000 units were shipped. 


* %*+ * 


More pay for less work became 
the rule when 150 employees of the 
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Bridgeport Hardware Mfg. Co., Bridge- 
port, Conn., received wage increases 
effective July 31 for a shorter work 
week. 


Norge electric refrigerator ship- 
ments, for July, up to the 20th of the 
month, exceeded shipments for the en- 
tire last six months of 1932. 


* %*+ 


Salaries of all employees, ap- 
proximately 1500 workers, of the Peas- 
lee-Gaulbert Paint & Varnish Co., 
Louisville, Ky., and affiliated compa- 
nies, Devoe & Reynolds, New York, N. 
Y., and Wadsworth, Howland Co., Bos- 
ton, Mass., were increased more than 
11 per cent, effective August 1. 


* %**+ 


It remains undoubtedly true that 
wholesale price raises are lagging 
behind the actual announcement of rise 
by the manufacturers, and in equal 
measure retail prices are lagging 
behind wholesale announcements. In 
food stuffs and in clothing, much more 
than in hardware, retail prices have 
already sharply risen, and apparently 
the only safe procedure for the hard- 
ware store is to keep in close touch with 
revised wholesale costs and arrange 
mark-up to the consumer accordingly, 
regardless of moderate backlogs at 
lower cost. 





WE DO OUR PART 


5 perry AGE has complied 
with the President’s agree- 
ment by conforming with the sub- 
stituted provisions of the code 
submitted for the magazine and 
periodical industry. It has signed 
the required certificate of com- 
pliance and will hereafter display 
the blue eagle in each issue. 





WE DO OUR PART: 





N. Y. wholesale hardware sales 
in June reflected a gain of 12.3 per 
cent over the corresponding month of 
last year, according to the August 1 re- 
view issued by the Federal Reserve 
Bank of New York City, for the second 
Federal Reserve District. 

* * * 


Wholesale prices for the week 
ended July 29 as shown by the index 
of the Bureau of Labor Statistics of the 
U. S. Department of Labor reflected a 
decrease of approximately three-fourths 
of 1 per cent. The index number 
stood at 69.7. 

* * * 

Bank debits to individual ac- 
counts as reported to the Federal Re- 
serve Board by banks in the leading 
cities for the week ended August 2, 
aggregated $7,099,000,000, or 12 per 
cent below the total reported for the 
preceding week, and 5 per cent below 
the total for the corresponding week of 
last year. 

* * * 

This year’s wheat production in 
eighteen nations has been estimated by 
the Department of Agriculture at 1,663,- 
515,000 bushels. In 1932, these same 
countries accounted for 1,890,260,000 
bushels, or 12 per cent more than the 
1933 total to date. 

* * * 

The Kelvinator Corporation’s 
shipments for the first nine months of 
the concern’s fiscal year, have already 
ran more than 40 per cent ahead of 
shipments for the entire preceding year. 


* * * 


Steel ingot production reached a 
new high peak during the month of 
July, with a daily output for the indus- 
try of 128,152 tons, an increase of more 
than 28 per cent over the daily rate in 
June, according to figures released Au- 
gust 8 by the American Iron and Steel 
Institute. 

e & & 

Independent stores pay more 
wages than chain stores, says a sur- 
vey made by the Federal Trade Com- 
mission, which discloses that independ- 
ent retail stores pay their selling em- 
ployees an average weekly wage almost 
$7 higher than that of chain stores. In 
the report, which was prepared at the 
request of the United States Senate, the 
commission characterized this differ- 
ence as having considerable significance 
“because salaries and wages in retail 
establishments constitute the greatest 
single item of operating expense.” The 
report also commented that: “If, for ex- 
ample, certain sizes or kinds of chains 
pay wages to employees which are ma- 
terially below those of other competing 
types of retailers, the competitive posi- 
tion of the latter is unfavorably affected 
thereby.” 
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Miore Things Worth Knowing 
About Glass 


By CORNELIUS DE WITT 


OST glass dealers I have 
M called on are using unsatis- 
factory cutting boards. 
Habitual use has caused them to 
think that if their glass boards were 


good enough for their predecessors 
they should also be good enough 


for them. This is a grave mistake, as 
a good cutting board is the first re- 
quisite for cutting glass quickly, effi- 
ciently and conveniently. The more 
simple the construction and use of 
the glass cutting board the better. An 
absolutely flat, rectangular table not 
higher off the floor than one’s hip 


bone is recommended. A table that is 
too high or too low affects the cutting 
reach, as well as the handling of 
glass lites, and cutting tools. Use a 
table of adequate surface size, not 
too narrow, and not too short. It 
should be as near the size of the 
largest sheet of glass in the dealer’s 


Window Glass Rack For 22 Box Retail Stock 
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Fig. A Fig. B Fig. C 


stock as is practical. As a rule, 42 
x 60 will be found to be an excellent 
size. 

Many excellent factory made cut- 
ting boards are on the market, but it 
is a relatively easy matter for any 
one handy with tools to make a most 
satisfactory home made _ cutting 
board. A perfectly flat, rectangular 
wood top is preferable. Counter- 
sink or “bed-in” a rule flat along the 
front side of the table flush with the 
top. Measurements should read from 
the left front corner. Countersink 
another rule similarly along the 
back side. These two rules, parallel 
to each other, will provide the two 
necessary points for a straight cut, 
without having to mark the glass in 
two places with one’s cutting wheel 
before laying the straight-edge on it. 

Next, attach with screws, a copper, 
zinc, or aluminum lined rule as a 
“butt,” or squarer and measurer, 


along the left side. This should pro- - 


ject above the surface of the top by 
its thickness of 14 to 1% in. The soft 
metal lining suggested for the “butt” 
protects it from wearing in and be- 
coming inaccurate as lite after lite is 
butted against it. 

As a straight-edge, or cutting rule, 
use a perfectly straight piece of 
maple, beech, or some similar avail- 
able hardwood, at least 6 in. longer 
than the cutting board’s length. This 
makes it possible to cut two ways on 
the same board with the same 
straight-edge. On the top of one 
edge of the straight-edge tack a 
piece of fairly heavy galvanized 
iron, or some similar metal strip. 
This should be as wide as the 
straight-edge and should extend an 
inch beyond the straight-edge’s end. 
Then bend this metal strip to a right 
angle. This provides for hooking the 
straight-edge over the back of the 
board, so that it may easily be held on 
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any desired cutting mark with only 
the left hand while the right hand is 
free to use the cutter. It is also 
advisable to line the straight-edge 
in the same manner as is suggested 
for the “butt.” This precaution keeps 
the shoulders of the glass cutter 
from riding, or scraping its edges. 

In placing a lite on the board 
for cutting, always place it tight 
against the “butt,” and in such a 
position that the cutter wheel will 
land clear of the table surface at 
the completion of the cut. This 
placement of the lite prolongs the 
life of the cutter wheel, and pro- 
tects the surface of the table from 
being dug into unnecessarily. 

I do not hesitate to repeat from 
my last year’s article at least this 
much: “Round off all sharp 
shoulders of steel cutters with a 
file to protect wooden straight- 
edges.” Also “... leave glass 
cutters in kerosene with a rag in the 
bottom of the container as a pro- 
tective pad.” 

In drilling holes in glass the 
fastest, surest and neatest method is 
to use either a rat tailed or three 
cornered file as a bit, but while 
grinding down the bit to a point do 
not draw its temper. Start the hole 
by making a centering mark on the 
surface of the glass by twisting a 
cutter wheel, or the point of an old 
file on the spot until the glossy 
finish has been scored. Use a putty 
dam around the mark filled with 


























Fig. D Fig. E 














Fig. F 


turpentine as a lubricant and tem- 
perer. When hole is half drilled, 
turn the glass over to complete it. 
With this method a clean hole with- 
out shattered or chipped edges can 
be made.. A high speed drill equip- 
ped with a quarter inch standard tap 
will also drill through glass. The 
latter combination is also an espe- 
cially fast outfit for removing old, 
hard putty from window sash. 

I am frequently asked how to 
temper a metal glass drill. In addi- 
tion to urging that the utmost care 
be exercised to prevent the temper 
from being drawn, while the bit is 
being ground to a point, I also rec- 
ommend an_ ancient tempering 
method. This requires mixing two 
parts of wheat flour with one part of 
salt, then adding sufficient water to 
form a paste. After the point of 
the bit has been heated to a cherry 
red, dip it into this paste until the 
point cools. Then again reheat to 
a cherry red, but this time, cool the 
bit by dipping it in any kind of ma- 
chine oil. Another old tempering 
formula entails heating the bit to a 
cherry red, then dipping it slowly 
into cold salt water. In the latter 
method only half of the cherry red 
surface is dipped into the solution, 
and repeated until the surface 
acquires a robin’s egg blue hue. 

I have also had many questions 
on how old timer’s made up such an 
indestructible putty as we occasion- 
ally have to remove from old sash. 
Putty of this type, which is excellent 
for permanent jobs, and inexpensive, 
can be made by mixing equal parts 
of whiting and white lead, kneading 
in linseed oil until it reaches the 
desired’ consistency. If a colored 
putty is desired first mix the desired 
dry color with the whiting, or with 
the white lead then add the linseed 
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oil. Or, colored ready mixed paint 
may be mixed with the linseed oil. 

The cutting of Governor Win- 
throp grandfather clock faces, and 
fancy door lites is often difficult if 
the proper procedure is not 
thoroughly understood. The illus- 
trations A, B, and C, illustrate the 
easy method for cutting such shapes. 
If the frame is small or tight, holes 
will have to be drilled at the points 
marked X in figure A. The cutting 
can then be safely completed as 
shown in figure B. If the frame is 
wide, the corners marked X in figure 
A can be rounded as is shown in 
figure C, and no drilling will be 
necessary. 

Glass edges can be neatly rounded 
with another piece of glass. Also 
with a brick, piece of carborundum, 
piece of the sidewalk, etc. The 
rounded edges can then be polished 
by using a water-soaked piece of 
hardwood, such as maple, beech, etc. 

Store front runs or cracks can be 
stopped by first cutting a half moon 
around the end of the crack or 
run, and then drilling a hole beyond 
the half moon.as shown in figure D. 

There are many unusual ways for 
cutting glass that can be used in 
emergencies. A razor can be used. 
Also a file, either alone or in com- 

‘bination with one’s breath. Other 
ways to cut glass are with a fine, thin 
high speed carborundum wheel in 
water; a high speed dry rubber 
wheel; an emery wheel for gage 
glass cutting; a red hot electric 
wire and a cold water dipped poker 
and a red hot iron. It is also pos- 
sible to dig holes in glass with such 
common tools as ice picks, pocket 
knives, etc. Gage glasses can be cut 
with a string that has been soaked 
in oil or alcohol. The string is tied 
around glass at desired point and 
burned. Then the glass is dipped 
into cold water and tapped where 
string encompassed it. The same 
method can be used for cutting off 
bottle tops. Another method to use 






right, lower side. 
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Adjustable straight edges, part 
of the standard glass board. 
Above is the upper side and, 


Standard glass board with adjustable straight edge. 





Two most popular sizes are 


36”x54” and 42”x60”. 


on bottles consists of filling the 
bottle to the desired break off point 
with oil, then immersing a red hot 
poker into the oil. 

An easy to make, but hard to 
solve jig saw puzzle can be made 
out of a lite of glass 5 in. square. 
The diagram for cutting the puzzle 
is shown in figure E. Five even 
sized large pieces and five even 
sized small pieces are used. 

To appreciate how economy can 
often be practiced in cutting glass 
patterns observe how it is possible 


to cut an oval measuring 20 by 40 
in. out of a rectangular lite of glass 
measuring only 19 by 39 in., as is 
shown in figure F. 

Patterns can be hammered out of 
glass by using a glue base between 
two lites of glass. The top lite is 
ther hammered with a very light 
hammer in the desired design. Orna- 
mental decorations, such as flowers 
on cut glass work can be cut into 
ordinary window glass with the 
usual set of auto glass edging 
wheels. 





SUGGESTED DEALER WINDOW GLASS STOCK 


1 Box 9x12 Single Thick 
; * Bee * - 
l “ 10 x 28 “ oe 
 * awe OC ° 
lL * Bem.“ ” 
 * ame * 
i * eam * bs 
; * wee “ = 
i“ waa “ - 
lL * 2x4 * " 
:* fa | |CO - 
.* far . 
l* awe “ ” 


Box 12x40 Double Thick 


1 

l “ 24 x 30 “ ee 
1 “ 24 x 36 ae io 
1 “ 24 x 40 oe “ 
1 “* 26x32 = a 
| “ee 26 x 42 oe “ 
1 * 28x30 ° i 
l “ 28 x 38 ee “ 
1 oe 40 x 40 oe to 


Note: 40”x40” glass size is to be stored 
in its own box outside of the rack 
shown on page 16. 
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Glass board illustrations courtesy Lufkin Rule Co. 
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Bust 


N the morning of August 1, I 
walked down the main busi- 
ness street of Topeka, Kan. 

Practically all of the better retail 
stores were already displaying the 
N. R. A. Blue Eagle. Consumers on 
the street were outspoken in their ap- 
proval. Their comments about sev- 
eral places minus the “badge of 
honor” were very much to the point. 
It was quite clear that the really 
worth while retailers are whole- 
heartedly behind this movement to 
decrease employment and to build up 
buying power with decent wages. | 
was happy to find the local hardware 
dealers about 100 per cent repre- 
sented in the Blue Eagle ranks and 
noted that stores not so identified 
were the second-rate price-cutting 
stores which have always hampered 
and never improved business any- 


where. 
once lis 





Woolworth’s and other chain stores 
have signs “explaining why they 
are shy the Blue Eagle. These signs 
promise “early cooperation” after a 
limited price group store code has 
Washington approval. Obviously the 
shorter hours and the minimum wage 
scales will rob these low price stores 
of their chief advantage in competi- 
tion. It will be unfortunate if these 
are permitted any exemptions. Force 
the chains into line on wages and 
hours like independent merchants 
and their price advantages will not 
be so marked. It has long been clear 
that their price advantages were 
predicated more on low wages and 
long hours than on buying advan- 
tages or more efficient operations. 








HA 


ERE and there I hear of some 

chiseling employer who tries 
to beat the spirit of the blanket 
code by deceit. The favorite plan is 
to fire all help not receiving the new 
minimum. Instead of helping this 
sort of double-crossing is directly 
going to hinder all recovery activi- 
ties. Any such basis for obtaining 
the N.R.A. Blue Eagle does not 
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ong Ourselves 


by CHARLES J. HEALE 
Editor, Hardware Age 


represent honest thinking. Any 
known examples should be so widely 
exposed that proper public and offh- 
cial condemnation may be focused 
on the guilty slackers. 
HA 
And public indignation will play 
an important part in the full develop- 
ment of the N. R. A. plan. In St. 
Louis I watched the traffic along the 
business streets and feel quite sure 
that chain stores displaying an 
“alibi” for not having the Blue Eagle 
were suffering a marked loss of 
patronage. Certainly the “explana- 
tion sign” would not have been used 
had public opinion not affected the 
pocketbooks of these stores. 
HA 
URING the past three weeks 
I have visited a great many 
retail hardware stores in the Middle 
West. On all sides, there is joy over 
the prospects of shorter retail work- 
ing hours. Each town and every 
section of the larger cities have or- 
ganized movements to regulate store 
hours. This one change alone is a 
great boon to the retail field. Too 
long, hardware men have operated 
on almost barbaric hour schedules. 
It is doubtful if the extra business 
obtained during the extra hours ever 
justified the strain of these long 
working days. The reasons assigiaed 
for the very early opening hour never 
seemed sound. It was often said that 
contractors, painters, etc., came in 
before going to their day’s work. But 
surely these customers knew the night 
before the materials needed for the 
next day. The chances are that when 
store hours become more and more 
regulated to the “new deal” cus- 
tomers will gradually become ac- 
customed to the new schedules and 
adjust themselves accordingly. The 
prospects of more time off for recre- 
ation offers splendid possibilities for 
a healthier nation. From the busi- 
ness standpoint-—it should promote 














the sale of sport goods, etc., for with 
more time (and in many cases more 
money) there should be a great 
increase of athletic activities. 

HA 








A question frequently asked con- 
cerns the probable code control of 
electric light and power companies. 
Hardware men want to know if these 
utilities will be forced out of mer- 
chandising activities as a result of the 
further scrutiny of all business by the 
government. As yet, there has been 
nothing said or done which would 
suggest such action. But as the Re- 
covery Administration progresses in 
its efforts to improve all business, 
there may be studies which will 
bring to light the urgent necessity for 
curbing unfair selling practices so 
common to utility merchandising ac- 
tivities. The increased efforts of 
utilities to work cooperatively with 
independent merchants suggests some 
fear on the subject, for these utilities 
can sense, in today’s picture, a strong 
leaning toward public ownership. 
This would eliminate for many fa- 
vored executives the outrageously 
high incomes they receive. Investi- 
gations under way show that many 
such men hold down two or three 
highly. paid titles for which no im- 
portant services are evident. 

HA 
| pete ay question heard fre- 
-LX quently concerns the selling of 
many hardware lines by drug stores, 
pool parlors, etc., on all seven days 
of the week. If complete N.R. A. 
control is exercised over these busi- 
nesses the high cost of extra help for 








the seven-day schedule may do the 
curing. There must be some leeway 
permitted chemists because of the 
public health angle of their work. 
But this exemption should be re- 
stricted to their prescription work 
and not include their selling of 
goods not related to health needs. 
As yet, this has not been given offi- 
cial consideration but it is hoped 
that early future plans may include 
such problems. 
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The Pleasure of Leisure © 


HE man who has always been 
very busy may hear of the at- 
tractions of leisure, but he does 
not know what it means. He may 
hear of the pleasure of solitude, but 
solitude to him also has an unknown 
meaning. The very busy man is con- 
stantly driven during business hours, 
and outside of business hours his 
mind is still on business. Then in 
order to force himself and his asso- 
ciates to still closer attention to busi- 
ness he has invented the program 
and the budget. 
Someone wrote and talked about 
the value of time. Time is supposed 
to be the most valuable thing in 


the world. Therefore, engagements 
should be definitely made. Times 
should be set to do tasks. There 


should be programs and budgets. The 
business man who wishes to get re- 
sults must tie himself to this wheel 
of time. There is no question what- 
ever that in order to reach a fixed 
objective there is no better plan than 
to bring about concentration of pur- 
pose by the elimination. of all out- 
side distractions. This can be best 
done by laying out your work in ad- 
vance, setting aside a certain time for 
each engagement. It also can be ac- 
complished in a business to the best 
advantage by the use of a budget. 
No one with business experience 
questions the above well proved 
facts. 

However, when it happens that a 
business man, who has been tied in 
this treadmill, is suddenly released 
there is a complete change in the 
whole picture of his life. There sud- 
denly comes a freedom not only of 
action, but of spirit that places him 
in a new and a different world. Just 
imagine a man who has been driven 
for years and years, working with 
set engagements, and with certain set 
purposes coming down to his office 
early Monday morning without any 
engagements and without any pro- 
gram whatever. The heavy mail that 
formerly had to be handled rapidly 
in order to make way for the next 
day’s mail has been reduced. The 
number of letters received is com- 
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paratively few. However, the maga- 
zines, the trade papers, the financial 
reviews, advertising matter, circular 
letters, still come because of sub- 
scriptions or because this business 
man’s name is still on the mailing 
lists. 

There is always more in a letter 
than the letter states. A letter writ- 
ten by hand is always more expres- 
sive than a letter written on a ma- 
chine. A hand written letter tells 
many things outside of the words in 
the letter. Now there is time to read 
these letters, to think about their con- 
tents, to think about the writer of 
the letters, to think about just what 
should be said in reply. Having this 
leisure to read and answer letters is 
a privilege that the hard working, 
driven business executive never has. 
He must answer something. He has 
very little time to-think about any 
one case. From one letter on one 
subject he turns immediately to an- 
other letter on an entirely different 
subject. The answers must be ground 
out. But when there is time, when 
there is no hurry, each letter becomes 
individualistic—it conveys its own 
environment of thoughts and ideas. 
Answering letters under pressure and 
answering letters leisurely are two 
entirely different matters. 

Then perhaps there is a caller. He 
may be a man with some new idea, 
some new invention, or he has some- 
thing to sell, or on the other hand it 
may be an old customer who has 
just dropped in to chat. Again what 
a difference. You have time to in- 
vestigate, examine, and discuss the 
patent. You have time to listen to 
the story of some new idea. You 
have time to chat with your customer 
about his affairs and your affairs, 
the old times and the present times 
in which we live. There is no haste 
and no pressure. Your conversation 
is not interrupted by the announce- 
ment of a previous engagement. The 
telephone does not ring as often as 
it did. 


Some rather amusing things occur 


when a former very busy business 
man has leisure. Now just last week 
two Western customers called. In 
years past their calls were strictly 
business. Only business was dis- 
cussed, but this time it was different. 
How do you suppose this group of 
business executives spent the time? 
They said they were not in any hurry 
themselves, so we planned a visit to 
the Empire State Building as it was 
a clear day and we had a wonderful 
view of New York City. It was like 
being up in an aeroplane. As we 
gazed down upon the roofs of the 
thousands of buildings below we dis- 
cussed the tremendous waste of space 
given to roofs. Some day this space 
will be utilized on every building. 
Of course, here and there on the roofs 
of some of the very tall buildings we 
could see pent houses. These little 
cottages on the roofs of a city build- 
ing had their flower gardens, their 
shrubs and their many colored awn- 
ings. We could even see some of 
the inhabitants of these pent houses 
lounging in their easy chairs. With 
swift elevators no doubt the most 
delightful manner in which to live in 
a large city is in a pent house on 
top of one of these tall buildings. 
Then as we were full of the spirit 
of adventure, what should we do 
next? We telephoned to an old 
ffiend we had not seen for years. 
He had his offices in one of these 
tall buildings. Come right around, 
was the answer, and have lunch. So 
we went araund and found him in 
his ultra modern office. When we 
knew this gentleman in his early days 
out West, he was having an exceed- 
ingly hard time making both ends 
meet; but now as we walked in his 
office our feet sank down into the 
soft green carpet. There were vene- 
tian blinds on the windows, and even 
on a hot day there was a cooling 
breeze. This office was on the twenty- 
second floor. Do you suppose our 
friend worked at a desk? There was 
no such contrivance in this room. 
He sat at a long table. Around the 
room were scattered smaller tables, 
most of them holding ash trays, and 


21 








easy chairs. There was a thermos 
bottle with a tray of glasses. There 
were no files and no papers in sight. 
On an inside wall there was a large 
bookcase filled with books. 

Here is where our old friend does 
his work. When he wishes papers he 
calls for them and they are brought 
in by his secretary. When he is fin- 
ished with the papers they are car- 
ried out and filed by his secretary. 
This man, who has been very suc- 
cessful, strange to say was never 
known to hurry. He is very deliber- 
ate about everything. He believes 
that quiet, uninterrupted thinking on 
the business in hand is worth more 
than the nervous wear and tear of 
the excessively busy executive. His 
case seems to be proved because he 
started on a shoe string and now 
his business is one of the greatest 
in the country. He is a power to be 
reckoned with and he is still a young 
man. 

So we called on this young fel- 
low and he took us up to the thirty- 
third floor for lunch. This was in the 
same luilding. From this lunch 
room we had another good view of 
the great city. This gentleman in 
a way is connected with the adver- 
tising business. We discussed adver- 
tising. He had thought out the idea 
that most retail dealers place all of 
their advertising in their show win- 
dows. As the space in their show 
windows is limited, their show win- 
dow advertising is limited to the 
space they have. As all of the man- 
ufacturers in the country in this par- 
ticular line are seeking to secure rep- 
resentation in these show windows, 
and as it is evidently impossible for 
this limited space in show windows 
to take care of all the advertising the 
result is that from 50 to 75 per cent 
of all the show window advertising 
in the United States is thrown aside, 
is not used and is therefore wasted. 
If this waste could be figured out it 
would amount to millions of dollars. 

“Now,” said our young friend, 
“in the average store after you have 
passed the show windows you see no 
more advertising. Therefore, I have 
devised a system of inside advertis- 
ing, that is advertising inside of the 
store that will tie up with the na- 
tional advertising of the country. Of 
course, this is just an idea, but the 
idea has been tested out in hundreds 
of retail stores and it has been found 
that inside advertising—that is goods 
called attractively to the attention of 
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customers already in the store—is 
more effective than outside advertis- 
ing in a show window. A person may 
linger on the outside and do show 
window shopping without a cent in 
his pockets, but usually when a per- 
son goes into a store he has money 
and expects to buy something.” 
However, the most _ interesting 
thing in this discussion was his idea 
of tying up the inside advertising 
in the retail store with the national 
advertising. The customer inside of 
the store is again reminded of the 
advertisement he read in the maga- 
zine at home. The desire that was 
created by the magazine is again 
called to life by the advertising in 
the retail store and actual tests have 
proved there is an increase in sales. 
Another interesting point was 
brought out at this luncheon. Many 
retailers have been hiding out na- 
tionally advertised items because the 
prices were cut on these items and 
there was not a satisfactory profit. 
Instead they have been putting for- 
ward unadvertised and unknown 
brands, hoping to make a_ better 
profit on these sales. “Now,” said 
our young friend, “we have discov- 
ered by our studies that if a retailer 
who has for instance six items of the 
same kind, say four nationally adver- 
tised and two not advertised at all, 
will place these six items on sale to- 
gether, but have his clerks instructed 
to push the more profitable items, 
that merely the fact of having the 
nationally advertised items in full 
view will help sell unadvertised and 
more profitable items. This will al- 
most seem like a paradox. However, 
it is evident that the consumer see- 
ing the nationally advertised item un- 
derstands that the retail store has 
the goods for sale. Therefore, the 
psychology of his mind is not the 
same as if he felt a retail dealer did 
not have these goods, but only had 
the unknown goods presented. This 
idea has also been tested out and 
the result has been an increase in 
the sale of unadvertised goods. We 
thought it might be interesting for 
a retail dealer to try this plan.” 
Our little party now had an after- 
noon on its hands. Being in a sense 
the guide of this expedition I in- 
quired what they would like to see 
next. “Well,” replied one of our 
guests, “I have read a lot about 
Rockefeller Center, I have read all 
about the Mexican painter who was 
fired because he painted a_ picture 


of Lenin shaking hands with a gentle- 
man of color. Suppose we take a 
taxi up there.” So we went. 

First, we tackled the Rockefeller 
office building. At the entrance was 
a Bureau of Information. Also 
guides. They were all very polite. 
A guide in uniform took us to the 
mural paintings. They were exceed- 
ingly interesting. A separate article, 
of course, could be written on the 
subject of these pictures. We walked 
around and stared up at them until 
we had cricks in the backs of our 
necks. Then we decided, as time was 
no object with us, to visit the Rocke- 
feller Music Hall. This was across 
the street. I believe our seats cost 
us thirty-five cents each. It was a 
Wednesday afternoon and this audi- 
torium that seats 5000 was crowded. 
We had to wait for seats. The show 
itself was more than could be de- 
sired. National news pictures, an 
interesting play and in between time 
dancing with an enormous ballet and 
Japanese jugglers. But imagine our 
surprise when Mr. Wiley Post ap- 
peared on the stage in person and 
answered questions about his flight 
around the world. 

So “we executives” had a pretty 
good time taking in the sights. I 
can hardly get out of the habit of 
laying down a budget. I was just 
thinking I would put in my budget 
for my next trip the Metropolitan 
Museum and the Museum of Natural 
History. I am especially interested 
in this Natural History Museum be- 
cause an artist friend of mind was 
commissioned to go to Africa to make 
sketches of the actual scenery of the 
country in which the elephants and 
lions live. Now, at the museum you 
can see all of these wild animals just 
as they live at home, the same moun- 
tains in the background, the same 
trees and all their native surround- 
ings, worked out in every detail. It 
is certainly much more comfortable 
to see all of these things in the 
museum than to take the long and 
tiresome trip to Africa. 

Another great pleasure of leisure 
is the time one has to read the books, 
magazines and papers that come to 
your desk. What a world of time 
and thought is devoted to this litera- 
ture. Of course, the man busy with 
current affairs has no time to read 
this stuff and so it goes in the waste 
basket. What a tremendous waste, 
what a lot of food for thought gone 
into the discard. 
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Business section of Streator, Ill. (See photo below also) 


WO hardware firms, the John 

Alband Hardware Co., and the 

Williams Hardware Co., were 
among the sponsors of the Streator, 
Ill., “Build Now” campaign, which 
had the backing of the Streator 
Chamber of Commerce. Learning 
of the success that Muncie, Ind., and 
Rochester, N. Y., had with somewhat 
similar campaigns the merchants of 
Streator decided that they too would 
benefit from a like project. At the 
same time, they reasoned that the 
entire community would share in any 
program which would _ stimulate 
building activity. 

As the first step, a meeting was 
called to which representatives of 
lumber firms, brick plants, hardware 
establishments, banks, building and 
loan and finance companies and 
others directly interested in building 
operations were invited. After the 
project had been explained to this 
group, it was evident that they were 
heartily in favor of the idea and 
agreed to lend financial support to 
the campaign. 

A week later a second meeting was 
called, and this time all types of re- 
tail and professional firms were rep- 
resented. They too were enthusiastic 
over the plan, reaching a decision 
that the best way to carry it out was 
through a house-to-house canvass. A 
sales force of 150 men was then re- 
cruited for that purpose. Each man 
was to cover every house in an as- 
signed district of two square blocks. 
His duty was to urge that each resi- 
dent do as much toward fixing up 
his place this year, as the means of 
the resident would permit. Mod- 
ernizing, painting, alterations, neces- 
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Streator. 
iil. 
Puts On 
“Build Now 


Campaign 


sary repairs and many like projects 
were suggested. It was also agreed 
that the house-to-house canvass could 
most effectively be made if the mer- 
chants themselves undertook the 
work. It was reasoned that the resi- 
dents would be more receptive to the 
suggestions offered by the merchants 
themselves than if professional can- 
vassers were employed for that pur- 
pose. 

At this juncture the question of 
labor costs was broached. The cam- 
paign was explained to the execuiives 
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Pledge card used in the campaign 
to “Build Now” in Streator, III. 


of all the building trades unions and 
each union appointed a committee to 
serve on the general campaign com- 
mittee. The unions foreseeing a 
larger volume of work through the 
adoption of a lower scale, then of 
their own accord, announced wage 
scale reductions of from 20 to 25 per 
cent. This coupled with the prevail- 
ing low prices for building materials 
made the “Build Now” idea even 
more inviting to home owners. 

_A budget of approximately $750 
was raised to defray campaign ex- 
penses and the major portion of this 
sum was invested in newspaper ad- 
vertising and in other forms of cam- 
paign publivity. A speaker’s com- 


(Continued on page 41) 
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Are you 
making your 
store advertis- 
ing interesting 
—This article 
may help you 
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the Avgust 3rd issue of Harp- 

WARE AGE, dealing with postal 
card advertising, you probably have 
decided to use electros which show 
actual items you are offering. Hav- 
ing established the practice of pro- 
curing these electros from your job- 
ber and using the jobbers’ catalog 
to phrase your descriptions, you can 
turn your attention to four-page cir- 


I you have read the article in 


Some copies of the new style Suburban 
Hardware News issued by J. H. Kohstall 


By J. A. WARREN 
Associate Editor 
Hardware Age 


JOHN H. KOHSTALL 


Store Papers 
Are Read If- 


culars. You may even do as John 
H. Kohstall, of the Suburban Hard- 
ware Co., St. Bernard, Ohio, has 
done—issue a store paper. The 
Suburban Hardware News used to 
be a fairly satisfactory store cir- 
cular carrying a heavy load of items, 
mostly illustrated; and circulated in 
the suburbs of Cincinnati. 

Mr. Kohstall was not quite satis- 
fied with the appearance of the News 
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and sent a copy to HarpwaRe AGE 
for criticism. We found that the lit- 
tle paper, while comparing favor- 
ably with store circulars printed 
elsewhere, did not carry enough 
“reader interest.” The make-up was 
not newsy enovgh and the customer 
could not be expected to look it 
over unless there happened to be a 
specific item that interested him, 
perhaps, on the first page. 


The Layout 


Our first move was to lay out a 
four-column page instead of the 
former three-column plan. This 
made for an appearance more sug- 
gestive of a real newspaper. We 
employed newspaper style in the 
headings and wrote copy that every- 
one who picked up the paper would 
immediately be interested in. This 
was the July issue and the gener- 
ous space allowed for reading mat- 
ter dealt with the subject “How to 
Be Comfortable in Hot Weather.” 
This was written in breezy, light 
reading style and was flanked with 
advertising matter featuring summer 
comfort merchandise, although the 
reading matter carefully avoided 
any advertising direct. If you wish 

hold the reader’s attention you 
must talk about things of his in- 
terest. His roving eye will see the 
ad alongside and since -you have 
prepared his mind for it he will be 
influenced to buy your goods which 
offer him comfort or service. 

The second page of this issue of 
the News also carried a fairly gen- 
erous portion of reading matter, but 
not so much as the first page. We 
were trying to give Mr. Kohstall all 
the space possible for the presenta- 
tion of merchandise without jeopar- 
dizing the reader’s interest. The 
third page was a full-page devoted 
to merchandise and prices, while the 
back page carried about an inch of 
reading matter in four columns 
across the top and the balance of 
the space to advertising. 

We believe this is as much as can 
be devoted to advertising without 
danger of sacrificing the chances of 
getting the paper read. 

The August issue of the News car- 
ried a front-page article about the 
part played in the life of America 
by the thrifty practice of home can- 
ning. This was followed by some 
helpful and useful hints on the use 
of paraffin. At the foot of this first 
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page was a four-column ad headed 
“Our Job Is to Simplify Your Can- 
ning.” There was a convincingly 
simple offer of help which jibed 
with the spirit of the reading mat- 
ter, which, again, did not mention 
advertising. 

The thought presented here is ihat 
the reading matter, to hold the cus- 
tomer’s attention must be wholly in 
her interest. Tell her something ihat 
will lighten her work 
her to try a new method, or what you 
will, but it must be sincerely offered 
without apparent thought of gain to 
you. Then the ad matter which 
rides beside this reading matter will 
do its best work. Very few adver- 
tisers can resist the temptation to 
get a word of selling talk in the 
reading matter here and there. We 
believe it is better to separate them. 


or encourage 


Mr. Kohstall introduces a_per- 
sonal note into the News by having 
a short editorial signed by himself. 
One issue told how and why Sub- 
urban stores of which there are five, 
can serve the community so satisfac- 
torily. Another introduced ihe man- 
ager of one of the stores, and gave 
a brief sketch of his experience and 
showed a photo of him. This is a 
commendable way to foster closer 
customer-store relations. 

If you are doing direct mail ad- 
vertising, see that it carries sufh- 
cient genuinely interesting reading 
matter to hold the interest of the 
reacer, see that the printing is neat 
and clean and the make-up is clearly 
sugzestive of a real newspaper, and 
be sure to use electros that accu- 
rately picture the actual merchan- 
dise you are offering. 
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— to Be Comfortable 
When the Mercury Rises 
Colors Can Help Some. Why Some Chairs are 


Cooler than Others. Little Tricks that 
Add to Your Summer Comfort 








Much can be done to lessen the 
tension during the extremely hot 
weather. It is a scientific fact 
that light colors deflect the rays 
of the sun. It is also a fact that 
cool colors, such as blue and 
green ( referably mixed with 
white) ct people very definite- 
ly. A cool sea-green or delph blue 
will make an otherwise warm 
room seem cooler. 

A porch which has received a 
fresh coat of cool paint will be 
a much more pleasant place to 


eBay Dano sipping a | are 
cool 


or ago The old bathing suit and 
this shower and you feel like a 
new mag again. Then to the 
porch - - “The Cooler.” 


The Matter of Chairs 


If you hag an upholstered chair 
occasior you know how all- 
fired hot y Boge get after a few 
minutes. Wooden chairs are not 
very comfy in the — and 
that is the reason smart 
fellow invented Sere canvas 
“stretcher.” Thank heaven, they 

not expensive. They are cool 


tt has | and yielding to sit in. The same 


beverage, 
dull and dusty. S teddeetle, 
f will be a long time before 
new paint job can be done at the 
saving we can be at this moment. 
ers are coming in to manu- 
facturers at a fast pace in 
the last few weeks and with the 
new money basis, prices will cer- 
tainly rise. 


End Your Days in “The Cooler” 
That porch of yours can be 


made a very efficient “cooler” for 
your summer evenings. Awnings 





Solid 
Comfort 
A good arm 
chair and a 
cool dripk. 
Chair as il- 
lustrated. 


75¢ 
$1.24 
Polar Pak 

















idea has been extended to the 


a — ony a combination 


an Porch 
swings are a 


There is a darn clever thing | 


out now which eliminates the 
necessity of getting up from 
oe comfortable chair to get a 
of beverage. It is called a 
Solar Pak. It is a good name. It 
surely packs a lot of coolness. 
Holds six pints of beer, or what 
have you, in ice. Set it down 
beside chair and 
cares about the heat? 





Does the lawn need watering? 
lust turn on the water, there, 
erly and let the revolving 
spray overtime. 

If you like this new style of 
Suburban Hardware News, won't 
you please let us know. We have 
a lot of interesting things in store 
for you. We want you to enjoy 
this little paper and we know 
that inorder to do so we must 
print things that will interest 
you. That's the real low-down 
on it. 





Deliveries 


Suburban Trucks ge 
Bernard store 


Northside at 1:30 P. M. 
College Hill at 3:30 P. M. 
Our stores are open dail 
from 730 t06:45 con Son, 
- M. St. Bernard 
store open Tussday till 9:00. 


These tema are envied 
only at our St. Bernard 
and Northside Stores. 





We are Selling 


SUMMER 
COMFORT 


at our five Suburban Stores 


ST. BERNARD NORTHSIDE BM srrensedncny 
a hy 407) Meals Ave. 3 e extowiad 
NORTH CINCINNATI COLLEGE HILL 
2626 Vine St. 5836 Hamilton Ave. 
Kirby 0691 





comfortable during the hot season. Here are a few Of the inex- 
pensive first aids to the overheated. They last a long time; in fact 


wae pieces $1.19 





Fan Willnor $1.49 
Bakelite frame 











$1.98 $2.98!" 


We have all the necessary things to make your porch and home 


ey will continue to serve you long 
pd the price is forgotten. 

Call the nearest of our five con 
venient stores and we will deliver to 
your doo 

Took over these items and those 
on the following pages. 


Rubber Shower Head 








AWNINGS 


including 5 feet of tubing attachable 
to any faucet. A regular 50c value. 


Suburban’s Price 


29c 





e- 


Help Nature 





is 


PORCH SWING 
4 fe. size Reinforced | 25 ft. pe gi. 10 ee 49c 


50 ft. hose double braided 
“a guaranteed $3. 98 
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September Snap 
for Your Windows 


HE very best of the outdoor — bring out the tennis player, the 
sport seasons is just ahead. golfer, ball players, hunters and fish- 
Cooler weather, stimulating | ermen. Late August and early Sep- 

air and beckoning sunshine will tember windows can be made attrac- 





Hennepin Hardware, Minneapolis, Minn. 
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This arrangement of the Series A 
fixtures is the background for 
window at left. 























tive to this profitable type of custom- 
er. The photos on these pages are 
inspiration for two good sporting 
goods windows. The window on this 
page is from the Hennepin Hardware 
Co., Minneapolis, Minn. Besides the 
lines mentioned this window shows 
roller skates, wheel goods and auto- 
mobile tires. The general effect of 
this window, which is wide and 
shallow, is arranged in such a way 
that the merchandise radiates from 
the center. You will notice that this 
seems to relate the various items. 
The eye is carried to the center of the 
display from both sides. Of course 
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the passerby who does not thoroughly 
inspect a window full of sporting 
goods is rare, nevertheless this dis- 
play man has arranged his window 
with efficiency. 

B. D. Harris’ Stores, Leesburg, 
Fla., sends the window featuring 
prizes for bass. All local merchants 
donated prizes for the largest bass 
brought in to Leesburg. The tourna- 
ment is run each year and the dis- 
tribution of prizes takes place at the 
Harris store. This hardware store, 
by the way, is in its twenty-sixth year 
of business in Leesburg. 


Tool Time Again 


Time to bring tools to the fore a 
little more aggressively. Here again 
cooler weather will provide energy to 
make and build things. With the 
Harpwar_E AGE interchangeable dis- 
play fixtures it is a simple matter to 
arrange the attractive display shown 
at the top of page 26. The floor plat- 
forms are just the thing to elevate the 
displays toward the center back- 
ground. The panels at the back, com- 
posed of seven units as illustrated in 
the small cut at the top, are quickly 
set in place and sampled. The sales 














This arrangement of Series B 
fixtures is the background for the 
window at the right 


message on the center panel is a 
simple sign writing job. This window 
is using the Series A fixtures, and a 
sheet of instructions may be had for 
the asking. Address the window dis- 
play editor. 
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B. D. Harris Stores, Leesburg, Fla. 











Another suggested window which 
uses the Series B fixtures of the same 
type of construction is that shown on 
this page. Featuring school sup- 
plies, this window is also quickly and 
easily constructed when you have the 
display units. The arrangement of 
units is given alongside in the small 
cut. 

Color requirements for this cool 
weather season will take a decided 
change. You can now turn to the 
warmer colors such as buff, brown, 
yellows, and some shades of red. In 
the case of the school supply window 
a rather decided red is suitable. The 


edges of the units, appearing as black 





in the cut, may be covered with 
bright red material and the other 
surfaces could be white. This will 
make a striking contrast and school 
children will react to it very favor- 
ably. 

In the tool window a more sub- 
dued color such as brown should be 
introduced, because we are appealing 
to a different type of prospect. A 
dark brown background would also 
show up the bright and gleaming 
metal of the tools to advantage. 
Don’t forget the color note and de- 
sign in your price tickets. They play 
a big part in making a window dis- 
play go over. 
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Unified Retail Code Hearing 






Postponed Until Aug. 29 


ETAILS for the code of fair 
D competition proposed by the 
retail hardware, dry goods, 
specialty shop, department, mail 
order, men’s clothing and furnish- 
ings, furniture and shoe trades have 
been announced by the National Re- 
covery Administration. Public hear- 
ings on the retail code, excepting 
food and grocery distributors, orig- 
inally scheduled to begin on Tues- 
day, Aug. 15, in the Chamber of 
Commerce of the United States, have 
been postponed to Aug. 29. Deputy 
Administrator A. D. Whiteside, who 
has charge of the retail code, as well 
as of the hardware jobbers’ code, said 
the postponement was necessary be- 
cause the administration was not 
ready for the hearings on Aug. 15. 
On July 31, National Recovery 
Administrator Hugh S. Johnson au- 
thorized the affected retail trades to 
substitute the wages and hours pro- 
visions of their original code for the 
wages and hours requirements of the 
Presidential Re-employment Agree- 
ment. 
In addition to the provisions—in- 








MEMBER 












WE DO OUR PART 





A facsimile of the official emblem to be 
issued to employers whose codes meet 
with the approval of the National Re- 
covery Administration (NRA). 


cluded in the modified Presidential 
agreement — establishing and fixing 
minimum wages of $14 a week with 
correspondingly lower minimums, 
according to the scale outlined in the 
agreement and $1 differential in the 
South, the code includes provisions 
designed to eliminate unfair trade 
practices. 





Provisions for Minimum Wages, Maximum Working 
Hours and Unfair Competitive Practices, Taken from the 
Text of the Revised Retailer’s Code 


Some changes having been made 
in the proposed retail code, sub- 
stitutions are made in the para- 
graphs indicated to read as fol- 
lows: 


Maximum Hours 
(A) On and after the effective 


date of this Code no individual or 
organization selling at retail shall 
work any employee (except execu- 
tives whose salaries exceed $35.00 
per week, or registered pharmacists 
or other professional persons em- 
ployed in their profession, or outside 
salesmen, and except outside deliv- 
ery-men and maintenance employees 
who may be employed forty-eight 
hours weekly or more, if paid time 


and one-third for all hours over 
forty-eight hours weekly), for more 
than forty (40) hours per week, ex- 
cepting at Christmas, inventory, and 
other peak periods employees may 
work forty-eight (48) hours per 
week for a maximum of not to ex- 
ceed three weeks in each six months. 

(B) And not to reduce the hours 
of any store or service operation to 
below fifty-two (52) hours in any 
one (1) week, unless such hours were 
less than fifty-two (52) hours per 
week before July 1, 1933, and in the 
latter case not to reduce such hours 
at all. 

(C) The maximum fixed in Para- 
graph 3 (A) shall not apply to em- 
ployees in establishments employing 





not more than two persons in towns 
of less than 2,500 population which 
towns are not part of a larger trade 
area. 


Minimum Wage 


On and after the effective date of 
this Code, retail stores shall establish 
minimum weekly rates of wages for 
the retail trade for a work week speci- 
fied in section 3 (a) as follows: 

(A) Within cities of over 500,000 
population (by reference to the 1930 
Federal census) or in the immediate 
trade area of such cities at the rate 
of $14.00 per week. 

(B) Within cities of from 100,000 
to 500,000 population (by reference 
to the 1930 Federal census), or in the 
immediate trade area of such cities 
at the rate of $13.50 per week. 

(C) Within villages, towns, or 
cities with a population of 2,500 to 
100,000 (by reference to the 1930 
Federal census), unless they are in- 
cluded in a trade area as defined by 
Clause (a) or (b), at the rate of 
$13.00 per week. 

(D) The minimum wages that 
shall be paid by employers in the re- 
tail trade to any of their employees 
shall be at the rate of one (1) dollar 
per week less in the Southern section 
of the trade than the rates specified 
in paragraph (A), (B), and (C) of 
Section (4). 

The South is defined as the follow- 
ing states—Virginia, West Virginia, 
North Carolina, South Carolina, 
Georgia, Florida, Kentucky, Mary- 
land, District of Columbia, Tennes- 
see, Alabama, Mississippi, Arkansas, 
Louisiana, Oklahoma, and Texas. 

(E) In the entire United States, in 
villages, towns, and cities under 
2,500 population to increase all 
wages by not less than 20 per cent 
provided that this shall not require 
wages in excess of $11.00 per week. 

Except that on and after the effec- 
tive date of this Code, Junior em- 
ployees between the ages of sixteen 
and eighteen years, inclusive, with 
less than six months’ experience in 
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any retail store, shall be paid at the 


rate of $2.00 less for a work week as 


provided in Section 3-(A), and ex- 
cept that apprentices employees more 
than eighteen years of age with less 
than six (6) months’ experience in 
any retail store shall be paid at the 
rate of one (1) dollar less for a work 
week as provided in Section 3-(A), 
provided that the minimum shall not 
be less than at the rate of $11.00 per 
week. 

For the following paragraphs 
of the President’s Re-employment 
Agreement: 

“(2) Not to work any accounting, 
clerical, banking, office, service or 
sales employees (except outside sales- 
men) in any store, office, department, 
establishment, or public utility, or on 
any automotive or horse-drawn pas- 
senger, express, delivery, or freight 
service, or in any other place or man- 
ner, for more than 40 hours in any 
1 week and not to reduce the hours 
of any store or service operation to 
below 52 hours in any 1 week, unless 
such hours were less than 52 hours 
per week before July 1, 1933, and in 
the latter case not to reduce such 
hours at all. 

(4) The maximum hours fixed in 
the foregoing paragraphs (2) and 
(3) shall not apply to employees in 
establishments employing not more 
than two persons in towns of less 
than 2,500 population which towns 
are not part of a larger trade area; 
nor to registered pharmacists or other 
professional persons employed in 
their profession; nor to employees in 
a managerial or executive capacity, 
who now receive more than $35 per 
week; nor to employees on emergency 
maintenance and repair work; nor to 
very special cases where restrictions 
of hours of highly skilled workers 
on continuous processes would un- 
avoidably reduce production but, in 
any such special case, at least time 
and one-third shall be paid for hours 
worked in excess of the maximum. 
Population for the purposes of this 
agreement shall be determined by ref- 
erence to the 1930 Federal census. 

“(5) Not to pay any of the classes 
of employees mentioned in paragraph 
(2) less than $15 per week in any 
city of over 500,000 population, or 
in the immediate trade area of such 
city; nor less than $14.50 per week 
in any city of between 250,000 and 
500,000 population, or in the imme- 
diate trade area of such city; and in 
towns of less than 2,500 population 
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to increase all wages by not less than 
20 per cent, provided that this shall 
not require wages in excess of $12 
per week.” 

After consideration, and with the 
approval of labor advisors and in- 
dustrial advisors, as shown hereon, I 
recommend that N.R.A. elect to sub- 
stitute said Code provisions for said 
provisions of the P.R.A. and to au- 
thorize employers to sign the agree- 
ment subject to such substitution and 
to signify their compliance with the 
P.R.A. by adding to the standard 
statement of compliance the follow- 
ing sentence: 

“To the extent of N.R.A. consent 
as announced we have complied with 
the President’s Agreement by comply- 
ing with the substituted provisions of 
the Code submitted for the Retail 
Dry Goods, Department, Specialty 
Shop, Mail Order, Men’s Clothing 
and Furnishings, Furniture, Hard- 
ware, and Shoe Store Trades—and/or 
any other Retail Establishments sub- 
scribing to this Code.” 


Deputy Administrator. 


Unfair Competition 


On and after the effective date of 
this Code— 


(a) No individual or organiza- 
tion selling goods at retail shall sell 
any merchandise at less than the 
next invoice delivered cost or current 
market delivered cost, whichever is 
lower, plus 10 per cent to insure that 
labor costs shall be at least partially 
covered, 

(b) Nothing in the foregoing par- 
agraph, however, shall be interpret- 
ed to prevent bona fide seasonal 
clearances of merchandise so adver- 


tised or plainly marked or highly 
perishable or damaged goods so ad- 
vertised or plainly marked nor shall 
any individual or retail organization 
for the purpose of a bona fide discon- 
tinuance of the handling of any line 
when so advertised or plainly 
marked be stopped from selling said 
merchandise at less than net invoice 
delivered cost plus 10 per lent to in- 
sure that labor costs at least shall be 
partially covered. 

(c) Advertising (written, printed, 
radio or display) which misrepre- 
sents merchandise, values, policies or 
services; or selling methods which 
tend to mislead the consumer shall 
not be made by any individual or 
organization selling at retail. 

(d) Organizations or individuals 
selling goods at retail shall be free to 
advertise truthfully their own goods, 
policies, services, and their own 
prices but reference to the goods, 
policies, services or prices of com- 
peting retailers shall not be made. 

(e) No individual or organization 
selling goods at retail shall make use 
of, participate in the use of, publish 
or broadcast any statement which 
lays claim to a policy or continuing 
practice of generally underselling 
competitors. 

(f) No individual store or organ- 
ization selling goods at retail shall 
sell convict or prison made products. 

The code is sponsored by the Na- 
tional Retail Furniture Association, 
National Retail Hardware Associa- 
tion, Mail Order Association of 
America, National Association of Re- 
tail Clothiers and Furnishers, Na- 
tional Retail Dry Goods Association 
and National Shoe Retailers’ Asso- 
ciation. 





How to Get Hearing on Retail Code 


Those wishing to be heard must 
comply with the following simple 
requirements: 

(1) A written or telegraphic re- 
quest for an opportunity to be heard 
must be filed before noon on Mon- 
day, August 21, Room 4830 (Office 
of the Deputy Administrator in 
Charge of Hearing), Department of 
Commerce, Washington, D. C. 

(2) Such request shall state the 
name of (a) any person seeking to 
testify in the hearing, and (b) the 
persons or groups whom he repre- 
sents. 


(3) Such request shall contain a 
statement setting forth without argu- 
ment, a proposal: (1) for the elimi- 
nation of a specific provision of the 
Code; or (2) a modification of a spe- 
cific provision, in language proposed 
by the witness; or (3) a provision to 
be added to the Code, in language 
proposed by the witness. 

(4) At the public hearings, all 
persons are regarded as witnesses, 
and shall present orally facts only 
and not argument. Written briefs or 
arguments may be filed, but oral 


(Continued on page 46) 
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The sander display spot of the Adam Decker Hdw. Co., St. Paul, Minn. 


Sander Rentals 
Bring Extra Sales 


department of the Adam Decker 
Hardware Co., St. Paul Minn., 
a large bordered and lettered sand- 
ing machine spot focusses the atten- 
tion of store visitors on the desir- 
ability of refinishing their floors. 
Rentals alone proved most profit- 
able for this firm, but in its own 
words, “the sale of finishing sup- 
plies shows even greater returns.” 
A carefully varnished display 
spot has been a real aid in induc- 


I the recently modernized paint 
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ing customers inquiring for cheap 
varnish, to purchase a better grade. 
An effective selling argument is: 
“Yes, we carry an inexpensive var- 
nish, but have you ever seen a dem- 
onstration of the difference between 
it and first class varnish? Lower 
grade varnish will turn black and 
unsightly within a short time. It 
will not cover near as much surface 
as first quality varnish. Look at 
this display spot. It is finished with 
two coats of the finest varnish. About 


one hundred people a day have been 
walking over that spot for several 
months. Isn’t that wonderful? 
Good varnish will wear on your 
floors for years, with reasonable 
care.” 


Having “sold” the customer on 
using high grade varnish, the ques- 
tion of waxing will be next. An ap- 
propriate reply is: “I am glad you 
asked me that, because this spot also 
demonstrates the important protec- 
tion waxing gives to a well var- 
nished floor. A properly varnished 
floor will wear a lifetime provided 
an occasional thin coating of wax 
is applied, and the total cost of the 
wax is negligible, when you consider 
the cost of refinishing floors when 
cheap varnish is used, or when good 
varnish is not properly protected by 
wax. 


Profits in sandpaper for sander 
rentals are usually better than 100 
per cent. While getting a custom- 
er’s sandpaper order ready, use 
this: “Be sure and inspect your 
floors for tacks and nails. If you 
find tacks, pull them out. If nails 
aré sticking up, better set them be- 
low the level of the floor, or they 
will run the sandpaper. Have you 
a nail set and a tack-puller?” In- 
quire if the customer has a hammer, 
see that the right type and quantity 
of floor filler is provided for the job 
and remember your floor scrapers. 
Some dealers lend a floor scraper 
without charge for cleaning up the 
corners not reached by the sander. 
A charge is made for the blades, on 
which there is a nice profit. Others 
sell an inexpensive scraper, with two 
or three extra blades. 


In almost every case where there 
is a rental to a home owner, there 
should be the sale of at least one 
brush. Try this: “Of course you 
will want a good brush. Have you 
a brush that will not lose hairs, and 
which is entirely free from dirt? A 
dirty brush will leave dirt all 
through the varnish, but the job will 
look well if a nice clean brush has 
been used. If you have a good 
brush that is dirty, I would advise 
you to give it a thorough cleaning 
with this brush cleaner. Or, if you 
do not have a good brush, I would 
recommend getting one suitable for 
the job. Now here I have, etc.” 


When the sander is returned, and 
the dealer knows the customer’s 
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floors are clean and new looking, 


then it’s a good idea to mention the 


contrast between the newly refin- 
ished floors and the baseboards. 
“How do your baseboards look? I 
imagine they are rather scarred in 
places. For just a few cents you can 
touch up those baseboards?” 

Then, and with a twinkle in his 
eye, the salesman can go ahead with 
the related selling job: “I’ll bet your 
wife is tickled about those floors and 
glad the job is done. You had to 
move the furniture all over the place 
and muss up her house for her. The 
other day, one of our customers, 
who rented a sander, told me he 
pleased his wife by putting a coat 
of paint on the kitchen after refin- 
ishing the floors. The kitchen 
needed the paint, but the expense 
was trifling, and in a few hours the 
job was completed. How do your 
kitchen walls look? I can fix you 
up with paint that doesn’t cost much, 
and you can do over the kitchen in 
no time. Here’s a can of— (ask 
about color, etc.).” 

In many homes the appearance is 
dull and gloomy, because the trim 
and wallpaper are dark and dirty. 
Therefore, it is usually best to sug- 
gest a colorless varnish for ,the 
floors. If keen interest is shown, 
you may be able to sell an entire re- 
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Sanding machine spot in the Schaub Hdw. Co., E. St. Louis, Ill. 


finishing of the interior. Try some- 
thing along these lines: “While you 
are doing over your floors, let me 
send around one or two of my 
painter customers to give you figures 
on doing over those walls we were 
discussing. As you know, painters 
aren’t very busy these days, and | 
can send over a couple who do first- 
class work, and who, I am sure, will 
make their estimates very reasonable. 
Or if you would prefer to have your 
rooms papered, I am certain that we 
can show you wallpaper designs that 
will please you. You can get their 
opinions as to the best way to redec- 
orate, and you can then decide 
whether you want to do the work 
yourself, or have part or all of it 
handled by experts.” 

A number of dealers have found 
that they can help their contractor 
customers by keeping a list of per- 
sons who have shown an interest in 
refinishing their floors. Many home 
owners do not care to do their own 
work. If persons on such a list do 
not rent the sander within five or six 
weeks, these names can be turned 
over to one of your contractor or 
painter customers, who will have the 
chance to obtain several jobs. 

Most dealers have found that $5 
per day is the best sander rental fee. 
Price-cutters, who reduced the rental 


fee below this figure, learned that 
the lowered price did not increase 
the number of rentals. It is assumed 
that dealers charging a rental of $5 
per day will provide a first-class 
commercial sander, and under such 
circumstances, this rate is not diffi- 
cult to obtain when the matter is 
properly presented. Don McPeak, 
the proprietor of the Mason City 
Hardware Co., Mason City, lowa, 
solved this problem as follows: 

“Am glad you asked me about our 
sander. It’s an extra service we have 
installed for the benefit of our cus- 
tomers. It certainly is wonderful. 
You can now have new and beautiful 
floors at a third of the cost of doing 
the job by any other method, and 
with much less work.” Isn’t that a 
nice saving?” 

A first-class sander display spot 
usually more than doubles the prof- 
its in sander rentals and related sales. 
The spot should be prominently lo- 
cated, carefully sanded, filled, and 
finished with at least two coats of 
high-grade varnish. It should be let- 
tered as in the illustrations. Lastly, 
use at least two colors in the border. 
The color next to the refinished floor- 
ing should be dark, and the color 
next to the old flooring should be 
light. In this way, a startling and 
attractive contrast will result. 
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LETTERS to the Editor 


Costs, Competition and Ethics 


Provipence, R. I.—Your recent publica- 
tion of Ten Rules (Harpware Ace Plat- 
form) is somewhat synonymous with my 
thought, yet some of the acknowledgers of 
those rules are the very manufacturers and 
jobbers giving little encouragement to those 
who are working for the best interests of 
all concerned. 

Every manufacturer of a staple product 
is aware of the normal consumption of its 
particular product, also approximately what 
his own share of that consumption should 
amount to per unit. To secure more than 
his proportion that manufacturers in- 
variably must affect market conditions ad- 
versely, inevitably to his own disadvantage, 
also the jobber and ultimately the con- 
sumer. 

The executives should sometime analyze 
the thought, “why are we receiving the 
business that we do enjoy,” rather than 
why are we not receiving more business. 

A careful, sincere, analyzation will tell 
him the facts in each question, he is re- 
ceiving his business because of policy, 
quality, or price, likewise he is receiving 
few orders because of those same factors. 

But if the manufacturer or jobber is re- 
ceiving more than his normal orders, why 
is he enjoying those conditions, is he en- 
joying them because of some unethical 
procedure? If so, invariably it all is a 
boomerang, under those conditions the 
loser of those particular orders is the 
ultimate gainer. 

A manufacturer’s knowledge of costs will 
tell him that there is an imaginary line 
for producing at a profit, just as above 
that line or below this profit or loss should 
be in proportion, yet many of the manu- 
facturers have not reduced that imaginary 
line to meet subnormal conditions. Should 
they, with efficient management, reduce 
their cost, then it could be passed on to 
the jobber with no detriment to anyone, but 
the fact that costs have not been reduced in 
proportion to price declines, gives reason 
to believe that the prevailing competition 
in many lines is ruinous for the lack of 
comprehensive cooperation amongst the 
manufacturers. 

Likewise, the jobbers are entitled to no 
sympathy for the conditions they find them- 
selves in today, lack of foresight, eager to 
encourage price declines, the so-called 
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“smart buyer”’—every day he is in his 
chair playing one manufacturer against 
the other, is reducing every day the value 
of his stock on hand, he prides himself 
that today he is buying at a price that 
his competitor will not have until tomor- 
row, little thinking that his immediate pur- 
chase will be responsible for many declines 
in his stock value before the slide is com- 
pleted. For his immediate gain he has 
made a poor future investment. The tolera- 
tion by executives of such non-thinking 
buyers is beyond comprehension. 

Happy, indeed, should the jobber be, 
whose source of supply comes from a 
manufacturer that is inclined to work for 
the stability of price, likewise should that 
manufacturer be given his whole-hearted 
support, yet few instances of this charac- 
ter are found in the wild scramble of the 


day. When the jobber has been offered 
prices below the general market price, he, 
like the manufacturer who accepts business 
on that basis, should analyze why he is 
being made that particular price—what 
will the consequences be? Does it mean 
more orders; many buyers work on the 
assumption that price makes business, con- 
trary to the fact, that business makes price. 

If every manufacturer would school his 
representatives in the economic facts in- 
stead of the old worn out price talk, with 
the buyers’ inclination to cooperate by giv- 
ing some consideration to that line of rea- 
soning—then, and not until then, will the 
weak kneed sisters be among the missing— 
but all this will not give my company any 
orders here today, so I must again go out 
and entertain the old salutation, “What’s 
your discount”—No, not, “How good is 
your product”—Oh gee! A Salesman’s 
life is certainly great. 

Eart H. Goopsy. 





A Friend in Mexico 


Mexico, D. F.—I have been a faithful 
reader of your paper for five or six years. 
Through your ads I got in contact with 
good American manufacturers whom I 
represent in Mexico. / 

Conditions of the hardware business in 
this country are different from those in 
the U. S. A., but with great interest I 
have been reading your articles dealing 
with certain hardware wholesalers. 

You are right: discuss matters! 

Be proud of your critics! 

Remember Elbert Hubbard: “To escape 
criticism, do nothing; say nothing; be 
nothing.” 

Harpware Ace DOES something and 
IS something! 


(Signed) W. Picarp. 


Support From Montana 


Missouta, Mont.—The article by H. H. 
Tucker on page 34 of your July 20th issue 
certainly gives a valuable and timely sug- 
gestion. 

By having such information attached to 
the item, clerk can refer to it, while sell- 
ing, and have at his finger tips any in- 
formation which he may not know about 
the article when asked by customer. Please 
urge all manufacturers to carry this out. 


It is a crime that any wholesaler should 
attack Harpware AGE as stated in “Just 
Among Ourselves.” Instead of the whole- 
salers getting their wholehearted support 
behind Harpware AcE and National Re- 
tail Hardware magazine, they try to cripple 
it. These two magazines have done more 
to help the retailer and the wholesaler 
than all the jobbers and wholesalers them- 
selves have done in the last fifty years. 
It seems ridiculous that a business execu- 
tive as able as a wholesaler should be, 
would take such a narrow view of things. 
He must be darn guilty or these articles 
in your good magazine and National Hard- 
ware Retailer would not hurt him. 

Keep up the good work. 

Pete BARTHEL, 
Barthel Hardware. 


Beg Pardon! 


SeattLE—Look at the third word at the 
top of page sixteen in the issue of July 
20th. Don’t let your scribes and pharisees 
spell Litharge that way. It just isn’t done 
in polite society. I know that is the way 
you will generally hear it pronounced, but 
then again you generally hear diamond 
pronounced as with two syllables. I am 
shocked and pained. 

LeicHToN Howarp SMITH. 
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Who Makes It? 


Information regarding sources of supply as provided 
readers of HARDWARE AGE by the “Who Makes It?” 
Editor, is presented here as an aid to others seeking the 
The inquiries published were selected be- 
cause of their general interest to hardware merchants and 
This editorial feature in each issue supplements 
the service rendered by the Annual “Who Makes It?” 
issue which will be published Sept. 28, 1933 supplanting 
the 1932 edition. The 1933 edition will contain even 
more complete listings of manufacturers of hardware and 
related merchandise, condensed catalogs of leading manu- 
facturers and additional reference data that will be useful 
to the trade throughout the year. 








RittMAN, Onto: Who makes the 
Keystone food chopper?—E. C. Rolph 
& Sen. 

ANSWER: Colebrookdale Iron Co., 


Boyertown, Pa. 
* * 


HAVERHILL, Mass.: Who makes stave 
hammers as used by cooperage con- 
cerns ?—Haverhill Hardware & Plumb- 
ing Supply Co. 

ANSWER: C. Drew & Co., Kingston, 


Mass. : 
* * ¥* 


AsHLAND, Onto: Advise names and 
addresses of several manufacturers of 
trucks or movers. for handling heavy 
articles such as heatrolas, refrigerators, 
etc. We do not want the old fashioned 
stove truck, but have in mind the type 
similar to a piano moving truck.— 
Ashland Hardware Co. 

ANSWER: R. & R. Appliance Co., 
Findlay, Ohio, and Custer Specialty 
Co., Dayton, Ohio. 


* * * 

Verpicre, Nes.: Who makes an ex- 
ploding wedge, such as is used in Ore- 
gon ?—-Svoboda Bros. 

ANSWER: Hutchinson Mfg. Co., 
7721 Susquehanna, St., Pittsburgh, Pa. 
* & 

New York, N. Y.: Who makes Ateco 
cake ornamenting tools?—P. A. Gaynor 
& Co. 

ANSWER: August Thomsen & Co., 
488 Woodward Ave., Brooklyn, N. Y. 


&® #2 


AtasKA: Who makes 


FAIRBANKS, 
aluminum rivets for airplane use? Also, 
who makes side cutting pliers marked 
viz: S. & H. Co. 942-6?-—The Samson 
Hardware Co. 
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ANSWER: (1) Atlas Tack Corp., 
Fairhaven, Mass.; Holland Mfg. Co., 
Baltimore, Md.; Townsend Co., New 
Brighton, Pa.; Shelton Tubular Rivet 
Co., Shelton, Conn. (2) Crescent Tool 
Co., Jamestown, N. Y. 

* * * 

SarANAC LAKE, N. Y.: Provide names 
and addresses of several manufactur- 
ers of cane for repairing chair seats.— 
Walton & Tousley, Inc. 

ANSWER: National Rattan & Wil- 
low Co., 1 Park Ave., New York, N. Y.; 
American Rattan & Reed Co., Kings- 
land & Norman Aves., Brooklyn, N. Y., 
and United States Rattan Co., Hoboken, 
IN. #. 

* * * 

PuILApEeLputiA, Pa.: Who makes Min- 
iwax floor wax?—Murta, Appleton & 
Co. 

ANSWER: Miniwax Co., 11 W. 42nd 
St., New York, N. Y. 


* + * 


Sprincrietp, Mo.: Where can we ob- 
tain sand colored crash material and 
black cut-out felt letters to be used as 
a window display background? - 
Schaeffer-Maschino Hardware Co. 

ANSWER: Poster Products, Inc., 
3208 Carroll Ave., Chicago, IIl. 


* + 


CHARLOTTESVILLE, VA.: Who makes a 
trailer for tourists and campers known 
as the Covered Wagon? W. T. Mar- 
tin Hardware Co. 

ANSWER: Covered Wagon Co., 
14600 E. Jefferson St., Detroit, Mich. 


* %*+ 


CoaTEsvVILLE, Pa.: Who makes 
Girard Speed Skates which are being 
sold by chain stores at 10c. per skate, 
plus 5c. each for straps?—Central 
Hardware Co. 





ANSWER: Girard Model 
Inc., Girard, Pa. 


* x %* 


Works, 


Denver, CoLo.: Who makes vacuum 
outfits for cleaning furnaces?—C. A. 
Crosta, Inc. 

ANSWER: Kent Co., Inc., 105 Canal 
St., Rome, N. Y., and Breuer Electric 
Mfg. Co., 857 Blackhawk St., Chicago, 
Ill. 

* * * 

Downinctown, Pa.: Who makes the 
Zip-All wall scraper?—Theo. M. Grif- 
fith & Son. 

ANSWER: Wm. Potter, 757 E. 219th 
St., New York, N. Y. 

* * *% 

La Granpe, Ore.: Who makes the 
Herbrand line of pliers and battery 
tools? ——-Wagner Hardware. 

ANSWER: Herbrand Co., 1111 Stone 
St., Fremont, Ohio. 


* %* * 


York, Pa.: Provide street address of 
the J. A. Sexauer Mfg. Co., New York, 
N. Y.—Anderson Hardware Co. 

ANSWER: 2469 Third Ave. 

* * * 


Soputa, Va.: Who makes heavy 
china ware of the type sold by chain 
stores at 10c an article?—-Sophia Hard- 
ware & Supply Co. 

ANSWER: Laughlin-Homer China 
Co., Newell, W. Va.; W. S. George Pot- 
tery Co., East Palestine, Ohio, and 
Canonsburg Pottery Co., Canonsburg, 
Ohio. 


* * * 


MINNEAPOLIS, Minn.: Who makes 
Fibreloid?—Hall Hardware Co. 

ANSWER: Fibreloid Corp.. 
Orchard, Mass. 


Indian 
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HOUSEWARES EXHIBIT 
WAS WELL ATTENDED 


The second annual American 
Housewares Exhibit, held at the 
Hotel Pennsylvania, from July 
31 to August 5, was well attended 
by buyers and their associates. 
There were more than 200 ex- 
hibitors at the show, including 
manufacturers and manufacturers’ 
representatives. 

A luncheon conference was 
held August 1 on electric table- 
ware, fancy tableware, kitchen 
pottery and glassware, with a 
trip to Coney Island as the eve- 
ning feature. Wednesday after- 
noon a luncheon conference was 
held on major electrical appli- 
ances, while the Thursday lunch. 
eon conference discussed the sub- 
ject of general housefurnishings. 
That evening a dinner was held 
on the roof of the Hotel Penn- 
sylvania for those attending the 
conferences. Friday and Satur- 
day mornings were given over to 
group meetings of buyers. 

The exhibit was held under the 
auspices of the American House- 
wares Association. 





YALE & TOWNE BUYS 
TRUCK MANUFACTURERS 


W. Gibson Carey, Jr., presi- 
dent, The Yale & Towne Mfg. 
Co., with offices in the Chrysler 
Bldg., New York City, has an- 
nounced the purchase of the real 
estate, machinery, tools, inven- 
tory, patents and goodwill of the 
Walker Vehicle Co. and the Au- 
tomatic Transportation Co., of 
Chicago, makers of industrial 
electric trucks and commercial 
electric street vehicles, which 
lines supplement those already 
manufactured by the company. 
The manufacture and sale of the 
complete line of each company 
will be continued at 101 W. 87th 
St., Chicago, Ill, retaining the 
present personnel with F. H. 
Tinsley in direct charge. 

CATTLE PARADE ON 

MICHIGAN BLVD. 


Visitors to downtown Chicago 
were given an unusual treat, 
early in the week, when, for the 
first time in many years, cattle, 
sheep and hogs were herded 
down Michigan Boulevard. The 
event was part of a: parade held 
in connection with National 
Farm Week—a seven days fea- 
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ture of a Century of Progress 
Exposition. 

W. H. Cordes, advertising 
manager of the American Steel 
& Wire Company, was Grand 
Marshal. Following its dis- 
bandment at the Fair Grounds, 
a series of displays and events, 
of interest to rural America, be- 
came a daily feature. 





GREATER N. Y. JOBBERS 
NAME J. H. CHERRY SEC. 


The board of governors of 
the Greater New York Whole- 
sale Hardware, Housefurnish- 
ings and Woodenware Associa- 
tion, Inc., meeting at the Hard- 
ware Club, New York City, on 
Aug. 1, named Joseph H. 





J. H. CHERRY 


Cherry, who has had lengthy ex- 
perience in similar capacities, as 
secretary of the organization. 
An office, with Mr. Cherry in 
charge, has been opened in the 
Postal Telegraph Bldg., 253 
Broadway, New York City. 

Announcements of the forma- 
tion of the association, and of 
its action at a later meeting, 
appeared in the July 20 and 
Aug. 3 issues of HARDWARE AGE. 
Thirty-seven firms are now rep- 
resented in the membership. 

The code for the wholesale 
hardware industry, as recently 
adopted by the National Hard- 
ware Association, and which 
awaits administrative approval 
before becoming effective, was 
read and endorsed. 

The association’s president, E. 
R. Masback, states that the sec- 
retary will be glad to hear from 
any manufacturer who is con- 


fronted with distribution prob- 
lems relating to the New York 
metropolitan territory. 





HONOR F. L. MAYTAG 
ON 76TH BIRTHDAY 


Upon the occasion of his 
seventy-sixth birthday, last month, 
F. L. Maytag, founder and chair- 
man of the board of The May- 
tag Co., Newton, Iowa, manu- 
facturers of electric washing 
machines and clothes ironers, 
was honored by a parade and 
a testimonial banquet. Ten thou- 
sand spectators witnessed the 
parade which included employees 
of the Maytag company and of 
the other washing machine man- 
ufacturers located in Newton, as 
well as bands, scouts and Ameri- 
can Legion members. 

Mr. Maytag led the parade 
until it reached the reviewing 
stand, from which point addresses 
were made by himself, E. H. 
Maytag, and his grandson, Fred 
Maytag. Governor Herring of 
Iowa and F. L. Maytag were 
guests at a birthday luncheon 
held at E. H. Maytag’s home. In 
the evening a testimonial dinner 
was held in the ballroom of the 
Hotel Maytag. W. N. Gallagher, 
president, Automatic Washer Co., 
Newton, Iowa, paid tribute to 
Mr. Maytag and his place in the 
industry, after which W. I. 
Sparks, secretary of the Maytag 
company, spoke. E. H. Maytag 
/ paid tribute to Mr. Maytag. The 
principal address of the evening 
was delivered by Col. Robert R. 
McCormick, publisher, the Chi- 
cago Tribune, Chicago, IIl., who 
outlined Mr. Maytag’s career. 





WEED & CO. WIN WINDOW 
DISPLAY CONTEST 


Weed & Co., 15 Exchange 
Street, Rochester, N. Y., won 
first place in a national window 
display contest sponsored by 
Norge, Inc., electrical refrigerator 
manufacturers, Detroit, Mich., 
under the title of the Norge 
Refrigerator Window Talkie Con- 
test. 

The winning display was 
created by Lloyd Highie, display 
manager, who recently received 
awards for the best hardware 
display at both the Toronto and 
Chicago conventions of display 





men. 


WARNER HAS CHARGE OF 
DELTA ELECTRIC SALES 


Walter B. Stephenson, presi- 
dent, Delta Electric Co., Marion, 
Ind., manufacturers of motor car 
and bicycle lighting specialties, 
flashlights and electric lanterns, 
has announced the appointment 
of Richard Gaylord Warner as 
assistant in charge of sales. 





R. G. WARNER 


Mr. Warner formerly managed 
the Turner-Warner Screw Co., 
Kansas City, Mo., contract man- 
ufacturers for the automotive and 
industrial trades. Under his di- 
rection one of the first practical 
free-wheeling units, designed as 
an accessory rather than as fac- 
’tory equipment, was developed. 
While in Kansas City he served 
as chairman of the manufacturers 
committee of the Chamber of 
Commerce in that city. 

He is assuming his new duties 
on or before Sept. 1. 





SHERMAN REPRESENTS 
MOHAWK VALLEY ASSN. 


Sherrill Sherman, Utica, N. Y., 
was recently named by the Mo- 
hawk Valley Hardware Associa- 
tion to represent it in working 
out a business code under the 
Industrial Recovery Act to apply 
to the Utica metropolitan area. 





J. E. WALL APPOINTED 
POSTMASTER OF TAMPA 

J. Edgar Wall, member of the 
firm of Knight & Wall Co., 
Tampa, Fla., hardware dealers, 
has been appointed postmaster 





of Tampa. 
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GRUNOW AND U. S. RADIO & TELEVISION MERGE 
TO FORM GENERAL HOUSEHOLD UTILITIES CO. 


The U. S. Radio & Television 
Corp., Marion, Ind., and the 
Grunow Corp., Chicago, III., have 
been merged and are now op- 
erating as the General House- 
hold Utilities Co. William C. 
Grunow, former president of the 
Grunow Corp., is president of 
the new organization, while J. 
Clarke Coit, former president of 
the U. S. Radio & Television 
Corp., is chairman of the board. 
Mr. Grunow, who is well known 


in the refrigeration industry. 
founded the former Grunow 
Corp. last summer. Mr. Coit 


had previous to his affiliation 
with the U. S. Radio & Tele- 
vision Corp. been connected with 
Simmons Hardware Co., St. 
Louis, Mo., and with Remington 
Arms Co., Bridgeport, Conn. 

Other officers of the new corpo- 
ration are: vice-presidents, H. C. 
Bonfig and A. C. Winnan; treas- 
urer, J. P. Rogers; secretary, 
R. R. Trimarco; assistant sec- 
retary, S. L. Arneson and as- 
sistant treasurer, P. J. Schiltz. 
All of these men have been af- 
filiated with Mr. Grunow or Mr. 
Coit in their various activities. 
Directors are: Mr. Grunow, Mr. 








Coit, Mr. Bonfig, Mr. Rogers, 
Mr. Arneson, J. G. Condon, Chi- 
cago attorney; W. C. Perkins, 
A. G. Messick, Lester Armour, 
L. H. Callahan, Walter Dyer 
and George Ball. 





J. CLARKE COIT 


The company manufactures 
electrical appliances and radio 
receiving sets, made by the 
former Grunow and U. S. Radio 
& Television organization. 





REUSS RESIGNS FROM 
KINGSTON PRODUCTS 


John Reuss resigned as sales 
manager of the toy division of 
the Kingston Products Corp., 
Kokomo, Ind., to become secre- 
tary of the Centliver Brewing 
Co., Ft. Wayne, Ind., where he 
assumed charge of sales and ad- 
vertising on August 15. Mr. 
Reuss had been in the toy trade 
for six years, having been treas- 
urer and general manager of the 
Kokomo Stamped Metal Co., 
Kokomo, Ind., for three years 
prior to his affiliation with the 
Kingston organization. 

Karl Johnston, who has been 
handling sales of Kingston spark 
plugs and radios, has succeeded 
Mr. Reuss. 


APEX ROTAREX OPENS 
NEW FACTORY DISPLAY 


The Apex Rotarex Corp., 
Cleveland, Ohio, manufacturers 
of electrical appliances, has 
established a full line display 
room at its plant, in the space 
formerly occupied by the gen- 
eral offices, which are now in the 
former Jordan Motor Co. plant, 
recently acquired by the com- 
pany. The new display room is 
attractively decorated and_ is 
equipped with lighting facilities 
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permitting the use of colored 
light. 

In addition to the display of 
the company’s line of electric 
washing machines there is a 
laundry installation, where dem- 
onstrations may be given under 
actual operating conditions. 
Electric refrigerators made by 
the company are also on dis- 
play. 

More than 200 persons may be 
seated at one time in the display 
room. A platform on one end 
of the room serves for meetings 
and for the demonstration of 
window displays offered dealers. 
The room is for use of buyers, 
for training salesmen from re- 
tail stores and for use of dealers 
in the territory wishing to show 
prospects the company’s entire 
line. 


KELLEY-HOW-THOMSON 
ISSUES NEW CATALOG 
The Kelley-How-Thomson Co., 

Duluth, Minn., wholesale hard- 
ware distributors, has issued a 
new general catalog. A _broad- 
side issued to dealer customers 
in Iowa, Michigan, Wisconsin, 
Minnesota, North and South Da- 
kota, Montana and Wyoming, 
points out that the new catalog 
contains products of more than 
3000 American factories and lists 
more than 60,000 items. 








TIEMAN CO. DISTRIBUTES 
HORTON MFG. CO. LINE 
W. T. White, sales manager, 

Horton Mfg. Co., Ft. Wayne, 

Ind., electric washing machines 

and ironers, has announced the 

appointment of the F. Tieman 

Stove & Hardware Co., St. Louis, 

Mo., as wholesale distributors of 

its line in the St. Louis territory 

including eastern Missouri and 
southern Illinois. The Tieman 

company has headquarters at 210- 

16 Walnut St., St. Louis, Mo. 
SHAW IS VICE-PRES. OF 

ENDERS RAZOR CO. 
George Shaw was elected vice- 

president in charge of sales of 
the Enders Razor Co., St. Louis, 
Mo., on Aug. 1, 1933. He joined 
the company in February of this 
year and has served as sales 
manager since that time. Prior 
to joining the Enders company 
he was a manufacturers’ agent, 
operating out of St. Louis. 





W. E. CROSS HEADS 

LOCAL NRA FORCES 
William E. Cross, vice-presi- 
dent in charge of sales, Clemson 
Bros., Inc., Middletown, N. Y., 
manufacturers of hack saw 
blades, has been appointed as 
general of the local NRA cam- 
paign to concentrate the efforts 
of manufacturers, retailers and 





W. E. CROSS 


consumers in the creation of 
more jobs and greater buying 
power. Mr. Cross accepted the 
post before a committee from 
the local Chamber of Commerce 
and immediately made plans for 
the campaign, which will have 
its headquarters in the City 
Hall, Middletown. 

Retail merchants are working 
on an agreement as to opening 
and closing hours for various 
types of retail establishments. 
Four-minute speakers who 
worked on Liberty Loan cam- 
paigns during the war will make 
addresses before theater audi- 


ences, pointing out the purposes | 


and aims of the campaign. 


O’NEIL MANAGES N. Y. 
OFFICE OF MILCOR 
Louis Kuehn, president, Milcor 
Steel Co., Milwaukee, Wis., has 
announced the appointment of 


Thomas O’Neil as manager of 
the New York City office. Mr. 





THOMAS O’NEIL 


who will be in charge 
of the eastern district, is well 
known among dealers, general 
contractors and architects, hav- 
ing taken care of the building 
material trade for the past twenty 
years. He helped introduce the 
Milcor line of fireproof build- 
ing materials in 1931 and has 
represented the Milcor company 
for many years in the sheet metal 
line. 

The Canton, Ohio, plant of the 
company serves the eastern terri- 
tory. a 


PHIL B. BEKEART CO. 

IS AT 731 MARKET ST. 

The Phil B. Bekeart Co., di- 
recting the San Francisco, Calif., 
branch of Iver Johnson’s Arms 
& Cycle Works, Fitchburg, 
Mass., recently moved its head- 
quarters to 731 Market St., San 
Francisco. It was incorrectly 
stated in the July 20 issue of 
HarpwarE AcE that the new 
quarters were at 131 Market St. 


O'Neil, 





KRALL MANAGES SALES 
FOR VLCHEK TOOL CO. 
Edwin Krall has been ap- 
pointed general sales manager 
of The Vichek Tool Co., Cleve- 
land, Ohio. He represented the 
company on the Pacific coast for 
a number of years and was pre- 
viously identified with both the 
hardware and automotive whole- 
sale trade in San Francisco, 
Calif. 
S. ROSENTHAL JOINS 
FRIEDSTRASS CO. 


S. Rosenthal, formerly a 
salesman for Hayes Duster & 
Brush Co., New York City, has 
| joined the Friedstrass Co., New 
| York City, as a salesman cover- 
| ing the metropolitan area. 
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D. E. TURNER HEADS 
N. CAROLINA TAX GROUP 


D. E. Turner, Mooresville, 
N. C., former president of the 
Hardware Association of the 
Carolinas, has been _ elected 





D. E. TURNER 


president of the newly organized 
North Carolina Fair Tax Asso- 
ciation, formed for the purpose 
of “abolishing the general sales 
tax” and securing a different 
system of taxation for the state 
of North Carolina. 


SAM BRADY NOW WITH 
JOHN F. GILBERT 


Sam Brady has joined the or- 
ganization of John F. Gilbert, 
factory representative. He will 
cover southern California, spe- 
cializing on the toy trade. 
Messrs. Gilbert and Brady were 
formerly associated with the Geo. 
Dalton Co. Headquarters are 
located at 2157 Sacramento St., 
Los Angeles, Calif. Hardware, 
housewares, electrical and _ toy 
lines are handled by the organi- 
zation in the Pacific Coast area. 





R. E. BELL REJOINS HIS 
BROTHER DAN M, BELL 


Dan M. Bell, Slaughter Bldg., 
Tex., manufacturers’ representa- 
tive, has announced that his 
brother, R. E. Bell, is again as- 
sociated with him, and_ will 
make his headquarters in New 
Orleans, La., covering Louisiana 
and Arkansas. Dan M. Bell will 
cover Texas and Oklahoma. 

Lines represented are: Bridge- 
port Hardware Mfg. Corp., 
Bridgeport, Conn.; H. K. Por- 
ter, Inc., Everett, Mass.; Wood 
Shovel & Tool Co., Piqua, Ohio; 
Millers Falls Co., Greenfield, 





| occupying the 


Mass.; National Lock Co., Rock- N. D. 


ford, Ill.; Greenfield Tap & Die | 


Co., Greenfield, Mass.; The Hill- | 


wood Mfg. Co., 
Ohio; Behr - Manning Corp., 
Troy, N. Y., and _ Bridgeport 
Chain Co., Bridgeport, Conn. 
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Cleveland, | 





Hardware News in Brief 


O’Brien Hardware, Waukon, 
Iowa, has been remodeled. 





Henry Nett has opened a hard- 
ware business in Lake Wilson, 
Minn. 





Fire badly damaged the store 
of the Springborn Hardware Co., 
N. St. Paul, Minn. 





The Murphy Bros. Hardware 
Co., 310 E. Main St., Galesburg, 
Ill., is having a new store front 
installed. 





C. T. Lake, formerly of Storm 
Lake, Ia., has opened a _ hard- 
ware store in Rochelle, IIl., to 
be known as The Tiger Store. 
The new store is located in the 
Bain Bldg. 





The Minerva Hardware store, 
Minerva, Ohio, operated by L. 
W. Walter, has moved from the 
Hart Bldg. to the Calerdine 
Bldg., Market St. 





The building at 117 E. Main 
Ave., Gastonia, N. C., formerly 
occupied by Ware Hardware Co., 
has been leased by the Gaston 
Hardware Co., under the man- 
agement of J. E. Jerome. 





Edwards Hardware Co., Men- 
dota, IIll., established in 1865, 
has moved to a_ new _loca- 
tion on TIllinois Ave. The 
business was founded by the 
Rev. William Edwards and his 
son, George W. Edwards, who 
passed on in 1929 at the age of 
90. The present owner, George 
B. Edwards, is a son of George 


W. Edwards. 





Corner Hardware, Cambridge, 
Wis., was recently damaged by 
fire. 





The hardware store of Ray- 
mond Reipe, Winfield, Iowa, was 
recently damaged by fire. 





Harvey Hurd has purchased 
the hardware stock of the late 


Andrew Caldwell, Felton, Del. 





Rasche & Lawhead are now 
former Hanke 
Hardware building at Killdeer. 





Ericson & Carlson Hardware & 
Building Supply Co., Ogema, 
Wis., has been reopened with 
Elmer Ericson as manager. 








Weiner Hardware, formerly lo- 
cated at 2402 Plymouth Avenue, 
N., Minneapolis, has moved to 
2219 Johnson Street, N. E. 





The Thieman Hardware Co., 
Odessa, Mo., was recently sold to 
P. W. Smith, Kansas City, Mo., 
by the receiver. 





Hughes & Heckler have pur- 
chased the West Sidg hardware 
store stock at Northfield, Minn., 
which had been conducted for the 
past 30 years by O. A. Lysne. 





Harry G. Parks has opened a 
new hardware store at 22 Hunt- 
ington Avenue, Boston, Mass., op- 
posite his old location where he 
conducted business for more than 
35 years. 





The interior of the building of 
the King Hardware Co., North 
Court Street, Florence, Ala., was 
recently damaged by fire. It was 
incorrectly stated in the June 22 
issue of HarpwareE AcE that the 
store was located in Sheffield, Ala. 





Following alterations and re- 
decorating the former Peters 
Hardware Co. store in Cannon 
Falls, Minn., was reopened as the 
Kenall Hardware Store, by Lee 
Kenall, who formerly engaged in 
business in Ellsworth, Wis. 





Miss Leila Clifford and her 
brother Martin, both of Win- 
throp, N. Y., have purchased the 
Winthrop Hardware Co. For the 
past 10 years a stock corporation 
has owned the business. Miss 
Clifford served for the past four 
years as the company’s president. 
Mr. Clifford had previously been 
cennected with the business. 





The hardware business of the 
late Irving W. Tuthill, formerely 
of 11613 Jamaica Avenue, Rich- 
mond Hill, N. Y., has been pur- 
chased by John J. Lake & Son, 
Jamaica Avenue and 116th St., 
Richmond Hill, paint and” wall 
paper company, with a branch 
in Lynbrook, N. Y. . The stock 
of hardware, housefurnishings, 
electric and plumbing supplies 
is being moved to the Lake 
store, where Harold Schork, who 
was employed by the late Mr. 
Tuthill for more than 10 years, 
will supervise the hardware and 
housefurnishings department. 





The Rutter Salvage & Supply 
Co. has opened business at 301 
Smith Street, Houston, Tex., for 
the sale of roofing, paints, fencing, 
general hardware and salvaged 


| steamship and railroad shipments. 





R. C. Rutter, former assistant 
State highway resident engineer 
in Harris County, Tex., is man- 
ager of the store. 





R. D. LeViness, Salisbury, 
Md., has purchased the retail 
hardware store of Dorman & 
Smyth of that city. The busi- 
ness was opened in 1865. Mr. 
LeViness had been connected 
with the store for the past ten 
years. 





Macy Hardware, Hollywood, 
Calif., recently held a formal 
opening of its new store, upon 
which occasion six of the store’s 
nearest competitors sent a large 
floral tribute. The new quarters 
occupy a floor space three times 
that of the former store which 
Robert C. Macy had for his 
business for the past five years. 
During the evening program J. 
V. Guilfoyle, secretary, Southern 
California Retail Hardware As- 
sociation, acted as master of 
ceremonies. 





W. Bradbury Barber has 
opened business in Live Oak, 
Calif., having purchased the 
former Norman H. King store. 


L. C. Betzner, The Hardware 
Store, Belle Glade, Fla., is hav- 
ing ground cleared for a new 
store room, into which the busi- 
ness will be moved upon com- 
pletion. The business is now 
located in Main St. 








Glover Hardware Co., formerly 
located at 1104 13 St., Colum- 
bus, Ga., has been consolidated 
with the Columbus Hardware 
Store, 1220 Broadway, Colum- 
bus. 








CHASE ACQUIRES ERSKINE 
COPPER RADIATOR CORP. 


The Chase Brass & Copper Co., 
Waterbury, Conn., has taken over 
the business and sales of the 
Erskine Copper Radiator Corp., 
New York City, for which it has 
been manufacturing several items. 
James D. Erskine, who was presi- 
dent of the Erskine organization, 
will have charge of sales of the 
Erskine division in the East. 
OSGOOD & HOWELL MOVE 

INTO NEW QUARTERS 


Osgood & Howell, San Fran- 
cisco, Calif., sales agents, have 
moved their office in that city 
from the Wells Fargo Bldg. to 
562 Russ Bldg. Other offices of 
the firm are in Los Angeles, 
Calif., and Seattle, Wash. 
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_ JERSEY CITY STORES 
PLAN ORGANIZATION 


About thirty-five Jersey City, 
N. J., hardware and housefur- 
nishings dealers attended a 
meeting in that city on Aug. 1, 
and made preliminary plans for 
forming the Hudson County Re- 
tail Hardware and Housefurnish- 
ings Assn. 

President Dickens, Hudson 
County Paint Dealers Assn., the 
principal speaker, explained the 
code adopted by the Metropolitan 
Paint and Wallpaper Assn., with 
which his association is affili- 
ated. 

Other speakers discussed the 
proposed local ordinance govern- 
ing opening and closing hours for 
retail establishments, upon which 
municipal action is shortly ex- 
pected. .With certain exceptions, 
the new organization went on 
record as favoring the ordinance. 

At a meeting on Aug. 10, to 
which all Hudson County hard- 
ware and housefurnishings deal- 
ers were invited, officers were 
elected and other business trans- 
acted. Complete details of the 
action at the latter meeting were 
not available at press time and 
will appear on these pages in the 
next issue. 





ATLANTA DEALERS 
BACK NRA PROGRAM 


Although protesting the ordi- 
nance limiting the hours of 
stores the Atlanta Retail Hard- 
ware Association, meeting -re- 
cently, backed the NRA _ pro- 
gram and adopted a code for 
dealers in Atlanta and vicinity. 
Discussion was held on _ the 
legality of a city ordinance re- 
quiring stores to close at 5:15 
P. M. and not to open before 
7:30 A. M. George Murray 
acted as chairman of the com- 
mittee which drew up the code 
on hours and wages. 

Homer Sewell was the prin- 
cipal speaker. Other speakers 
were: John Braswell, vice-presi- 
dent, King Hardware Co., At- 
lanta; Dean Paden, vice-presi- 
dent and general manager, King 
Hardware Co.; William A. 
Parker, Jr., president, Beck & 
Gregg Hardware Co., Atlanta; 
George E. Everett and Mell 
Turner, both of Decatur. 


N. Y. SUPPLY GROUP 
DISCUSSES CODE 


At a recent meeting held at the 
Governor Clinton Hotel, New 
York City, by the Metropolitan 
Sanitary Equipment & Supply 
Association, Inc., 25 W. 43d St., 
New York City, composed of 
hardware dealers, wholesalers 


and janitors’ supplies it 
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unanimously resolved to execute 
the President’s re-employment 
agreement. A code was drawn 
up. 
Henry Stoll is president of the 
association while Frank Ward is 
vice-president and Alvyn Brown 
is treasurer. Julian G. Keppler 
is secretary. 


HARDWARE MEN SIGN 
EARLY CLOSING PACT 


Twenty-two of the thirty-two 
members of the Paint & Hard- 
ware Division of the Retail Mer- 
chants’ Bureau, Chamber of Com- 
merce, Elizabeth, N. J., recently 
signed an agreement to close 
their stores during July and 
August every Tuesday and Thurs- 
day at 6 P. M. In addition they 
will close Sundays throughout 
the year. Arthur E. Uffert, Eliza- 
beth, is secretary of the group. 





HOLD HEARING ON 
FISHING TACKLE CODE 


Hearing was held on Aug. 14 
on the code for the fishing 
tackle industry before Deputy 
Administrator Whiteside. 

Early hearing had been re- 
quested in the letter of applica- 
tion and was promptly granted. 

“Due to the seasonal character 
of our business,” said the letter, 
“an early approval of our code is 
earnestly requested.” The Manu- 
facturers’ Association claims to 
represent 85 per cent of the in- 
dustry the value of whose prod- 
ucts last year was set at $8,250,- 
000. About 2850 employees of 
the 200 firms in the industry 
will be affected by the code. 
Most of the business is in the 
hands of 51 concerns, the re- 
mainder having no employees, 
but they are expert makers of 
special flies. 

The code limits the work week 
to 40 hours, allowing overtime 
during the seasonal rush which 
lasts for about 12 weeks. The 
wage minimum is set at 35 cents 
an hour. 


ST. PAUL DEALERS 
FORM ASSOCIATION 


Fifty hardware merchants of 
St. Paul, Minn., and surround- 
ing towns met recently at the 
North Central Commercial Club 
to hear presentation of the 
hardware code. C. J. Chris- 
topher, secretary, Minnesota as- 
sociation, discussed the text of 
the code, after which W. J. 
Wokiler, president of the Minne- 
apolis association, urged the re- 
viving of the local association. 

J. A. Hurley, director of the 


| Minnesota association, was elected 
and dealers in building mainte- | 
nance and equipment supplies | 
was | 


president of the reorganized as- 
sociation which will be known as 
the Greater St. Paul Retail Hard- 








ware Association, while W. L. 
Winter was named vice-president. 
John Schleck, N. St. Paul, is 
treasurer, and A. W. Cullen, edi- 
tor, Northwest Hardware Trade, 
was named temporary secretary. 





CHICAGO DEALERS MEET 
TO DISCUSS CODE 


Three hundred and fifty hard- 
ware dealers attended a special 
meeting of the Chicago Retail 
Hardware Association, held Aug. 
2 in the Merchandise Mart, Chi- 
cago, Ill., called to discuss the 
operation of hardware stores un- 
der the Blanket Retailers’ Code. 
The dealers were furnished with 
copies of the code and were re- 
quested to sign the President’s 
agreement with provisions relat- 
ing to that code. 

Instructions on reporting and 
remitting the Retailers’ Occupa- 
tion Tax Return (Illinois Sales 
Tax) were given by Mr. Bee- 
man of the Paul Pettengill Co., 
the association’s certified public 
accountants. 

The meeting was open only to 
dealers whose dues were paid. 
Another meeting will be held 
Sept. 8 at which time further 


developments in the Retailers’ 
Code will be given to mem- 
bers. 


CONNECTICUT GROUP 
DISCUSSES CODE 


Hardware dealers in Fairfield 
County, Conn., recently met at 
Lehman’s shore house, Bridge- 
port, Conn., to discuss the na- 
tional hardware code. Charles 
G. Lindquist, Bridgeport, was 
chairman of the meeting. 


R. E. BARRETT 


R. E. Barrett, 67, Gaine&ville, 
Ga., hardware dealer and leader 
in civic affairs, died recently. 
Thirty-one years ago he moved 
to Gainesville, where he became 
connected with the Davidson- 
Pruitt Hardware Co., which 
later became the Pruitt-Barrett 
Hardware Co., of which he was 
vice-president at the time of his 
death. 


JOSEPH D. OLIVER 


Joseph D. Oliver, 83, for many 
years president of the Oliver 
Chilled Plow Works and later 
chairman of the board of the 
Oliver Farm Equipment Co., died 
at his home in South Bend, Ind., 
on Aug. 6. He entered the plow 
manufacturing plant founded by 
his father in 1867 and learned all 
details of the business. Mr. 
Oliver was in the sales depart- 
ment and took over management 
of the company in 1908. 








NORTH SHORE, L. I., N. Y., 
DEALERS ORGANIZE 


Hardware and paint merchants 
in the vicinity of Flushing, L. L., 
N. Y., organized the North Shore 
Hardware and Paint Dealers 
Assn. at a meeting held in the 
Fox & Schamel store, Flushing, 
on Aug. 8. About thirty-five 
dealers from Flushing, Bayside, 
Whitestone, Corona and College 
Point were present, representing, 
it was estimated, at least 75 per 
cent of the total number of 
hardware and paint stores in 
that territory. 

The organization adopted uni- 
form store hours, which call for 
a six o'clock closing on week 
days and a ten o’clock closing on 
Saturdays, beginning Aug. 21. 
A program of advertising to ac- 
quaint consumers with the new 
store hours was agreed upon, and 
a fund provided for that purpose. 
Under the plan the stores will 
remain open approximately sixty- 
four hours weekly. 

Officers of the association are: 
President, Edward H. Schult, 
Flushing; first vice-president, 
William Parker, Bayside; second 
vice-president, Oliver Trotman, 
Whitestone; secretary, Carl Her- 
man, College Point; treasurer, 
Arthur Blum, and publicity, Wil- 
liam Stein, Flushing. 

An executive committee was 
appointed to solicit memberships 
from other stores in the section 
who have not yet become affili- 
ated with the group. Another 
meeting is planned for the near 
future. 


Diced Y al 
OBITUARY 
ARTHUR L. MOORE 


Arthur Lorenzo Moore, foun- 
der of the Springfield Drop 
Forging Co., Springfield, Mass., 
which was later reorganized as 
the Moore Drop Forging Co., 
died recently at his home in 
Huntington, Mass. To him are 
attributed the first dies and 
forgings made in this country 
for bicycle manufacture. He re- 
tired* from business in 1914. 





HERMAN ROBSON 


Herman Robson, 82, one of the 
founders and former president 
of the Standard Varnish Works, 
New York City, died recently. He 
had been connected with the com- 
pany before its incorporation in 
1870 and although retired for 
some years had been interested 
in its affairs until the time of 
bse ces. 


OSCAR L. ANDERSON 

Oscar L. Anderson, 49, pioneer 
hardware and harness dealer of 
Chelsea, Okla., died July 29 fol- 
lowing a heart attack. He had 
been in business in Chelsea for 
thirty-five years. 
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What's New 


for Retail 


Hardware Stores 


Atlas Tack Co. Offers 
¥% lb. Flat Style Tack Box 


For its line of sterilized blued tacks. 
Cover opens full width of the box allowing 
ample room for the user to pick up one 
tack at a time without pricking his 





fingers or spilling the contents. Bottom 
is sealed so that box can not be used 
bottom side up, and flat shape of box 
prevents its being tipped over. Atlas 
Tack Corp., Fairhaven, Mass. 


“All Weather” Masterseal 
Waterproofing 


A transparent surface waterproofing 
which the maker states can be effectively 
applied on wet or dry surfaces through- 
out the year above thirty-two degrees 
Fahrenheit. For use on brick, stucco, con- 
crete, natural or artificial stone. The maker 
states that it is highly resisting and has 
a great covering capacity, giving complete 
coverage in one coat. May be colored by 
use of Master Builders Colored Omicorn 
Waterproofing. Available in white, which 
is non-staining and gray. Circular matter 
is available, giving directions, etc. The 


Master Builders Co., Cleveland, Ohio. 


Corbin Screen Door 
Check (Pneumatic Type) 


May also be used on storm doors or 
other light doors not warranting use of 
liquid type check. Has spring assembly, 
entirely closed, reversible without change, 
adjustable tension. Coiled, torsion type 
spring protected by close fitting housing. 
Ready for use on doors of either hand 
without necessity of removing and invert- 
ing the spring. Tension adjusted merely 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 


—New Colors—New Deals— 
RIN s-50-4-04 GS 40580505 














by loosening the clamp and slipping it 
around the spring chamber. Provision 
made to prevent over-winding or winding 








in the wrong direction. A small jamb 
plate is furnished which is attached to 
the side jamb by four screws. Check 
bracket is then attached to jamb plate by 
two bolts. Plate can be left in place dur- 
ing the off-season necessitating only the 
use of two bolts for re-attachment. Extra 
large, seamless brass tube permits ample 
air capacity. Valve arrangement is suci: 
that door closes quickly until close to the 
jamb and then slowly and silently, says 
the maker. The P. & F. Corbin Division, 
New Britain, Conn. 


Zip Lawn Mower Hone 


A water mixed abrasive paste put up 
in tubes with a ribbon opening. Sharpens 
all blades of mower at once, without 
removing any parts. Blade base is adjusted 
in usual way, mower turned upside down 
and blades dampened with water. Zip is 
applied along base blade, which is again 
dampened with water and mower is pulled 
upside down. Packed in individual boxes, 
six tubes on attractive three color dis- 
play card. One dozen tubes in shipping 
carton. List price, 25c. per tube. Dealer 
cost, carton, 12 tubes, $1.80 per dozen, 
half carton, $1 for half dozen. The Zip 
Abrasive Co., Cleveland, Ohio. 


SHARPEN 
your own 


i 
One 


A ealyead \ 
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Lufkin “Aristocrat” 
Tape Rule No. 186 


A six-foot measure for general work, 
weighing two ounces with case 15-in. 
in diameter. Steel line, stiffened by special 
forming, can be projected unsupported, 
like a rule, to walls or into opening. Will 
also flex around and accurately measure 
circles, etc. Manually operated. Hook at 
end for measuring within or beyond arms’ 
reach. No. 186 graduated 72 inches to 
l6ths, No. 186D carries in addition engi- 





neer’s measurement; feet, 10ths and 
100ths of feet. Stainless steel smooth 
case. Both sides with embossed design 
and black enamel background. Individ- 


ually packed in black and silver box with 


transparent covering. No. 186 lists at 
$1.50 and costs dealer $1.00. Lufkin Rule 
Co., Saginaw, Mich. 


Universal No. 310 
Electric Fan 


Attractively finished in French green- 
gray moiré with sturdy all-around guard, 
which covers fan all around with closely 
spaced rings of heavy gage wire, spot 
welded. Induction type motor having no 
brushes or mechanical starting device, said 








to be non-radio interfering. Lumen bronze 
bearings with oil grooves, single speed 
toggle switch with non-warping blades. 
Tilts backwards or forwards. Heavy cast 
iron base with rubber protector has holes 
permitting mounting on wall, etc. Durable 
green, 8-ft. cord. Weight 8% lb. Suggested 
retail selling price, $8.95. Landers, Frary 
& Clark, New Britain, Conn. 
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AMERICAN “YELLOW FLAME” MODEL No. 93 


A revelation in beauty—has rich walnut-brown, crystallized, baked- 








on enamel body finish, trimmed with gl i chr i -plated 
Idi led grilles | and doors. Convenient fuel 
tank, skilfully ‘eomecaled. 


Absolutely clean, odorless flame, prod d by special non-warp- 
ing “‘pot type”’ burner accumulating practically no carbon and re- 
quiring cleaning only at long intervals. Healthful, humidified heat; 
evenly controlled at any desired temperature twenty-four hours of 
the day. 

Amazingly simple construction. No moving parts or motors; 
nothing to replace or get out of order. Noiseless, and easy to operate 
as a kerosene lamp. No expensive installation. 

Burns cheap distillate oil, obtainable everywhere. Operating 
cost unbelievably low. Clean. No ashes or coal to haul. No wood to 
split. No soot, smoke, ashes or dirt to litter up floors, walls or 
ceilings. 

Safe and efficient. Equipped with positive constant-level valve. 
Automatic shut-off prevents “‘flooding.”’ 

The same inherent quality that characterizes the famous Amer- 
~ line (Kitchenkook — Kampkook — Readykook — Jiffykook— 





ms) 





American “Blue Flame” model No. 73 is slightly different in 
burner principle. Equally efficient. “Yellow Flame” model No. 92 
available for low-priced field. Complet ptions in our catalog 
and sales literature. 





Last spring the smartest looking, most efficient line of 
American Kitchenkooks in history “went over with a 
bang.” Under a revolutionary “New Deal” special-sale 
set-up, some dealers increased their business on liquid- 
fuel cook stoves more than 150%. . . . Proving that a 
meritorious product attractively offered and priced is 
bound to win customers — even in trying times. 


Now, with the swiftly rising tide of improved economic 
conditions, comes another American line of merchandise 
—a positive revolution in oil-burning heaters . . . revolu- 
tionary in beauty — in efficiency — and in sales oppor- 
tunities for you. 


The new American Oil Burning Heater, in the two 
leading models, was designed by one of America’s fore- 
most industrial designers: Walter Dorwin Teague. Its 
perfect proportions, handsome finish and tasteful orna- 
mentation give it the true beauty every-day folks under- 
stand and appreciate. 


And we leave it to any engineer, or any test, that it is 
as efficient as it looks. It embodies the finest principles, 
materials and mechanical details oil-heater experience 
has ever combined in a product of its kind. 


It is as carefully engineered as an automobile engine. 
As steady, clean-heating and odorless as a city-gas stove 
... and as easily lighted and regulated. More economical 
to operate than coal or gas stoves. Burners can’t warp or 
become heavily carbon-laden. Gives more healthful heat 
per fuel dollar than any other type of heater. 


It is so far ahead of anything you’ve ever seen in its 
field that you'll be amazed. Your customers will be 
amazed. They'll want it as they never before wanted a 
household appliance. Prices are attractively attuned to 
today’s rural and small-town buying power. Discount 
margins enable the dealer to advertise locally, make 
trade-in offers, put on demonstrations and special can- 
vassing drives. 


Clinch the “American” dealer franchise in your lo- 
cality. Write immediately for full particulars — descrip- 
tive details, prices, sales helps, etc. American Gas Machine 
Company, Inc., Albert Lea, Minn. Branches: 360 Furnam 
St., Brooklyn, N. Y.; 4242 Hollis St., Oakland, Calif. 


AMERICAN OIL BURNING HEATERS 
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More About “Stanlo” 


The new’ metal construction toy, 
“Stanlo,” made by The Stanley Works, 
New Britain, Conn., has interest, instruc- 
tive and educational value plus color ap- 
peal, simplicity and strength. With these 
sets realistic models of houses, factories, 





automobiles, trolley cars, boats, cranes, 
bridges, towers and machines may be 
made. These models are actual minia- 
tures with all elements of form and de- 
sign plus the striking appeal of glowing 
color. 

It is easy to build things with “Stanlo.” 
Simply by meshing loops together and in- 
serting pins the smallest or the largest 





models can be made. The four-year-old 
delights himself and pleases his parents 
by constructing simple projects—the older 
boy, be he 16 or 60, gets a real thrill out 
of building whatever his faney dictates. 
Models are not only strikingly lovely in 





color but surprisingly sturdy and massive. 

A recent study of the toy market re- 
vealed a need for this vitally new construc- 
tion toy and its sales are bearing out the 
conclusions of that study. Its sales pos- 
sibilities are excellent and its mark up 
liberal. 








New 
Secret Service 


Master “Secret Service” 


No. 5 Padlock 


Brass cylinder, pin tumbler laminated 
padlock, packed in attractive individual 
cartons, six of which are packed in a dis- 
play carton. Has 25 steel plates, securely 
wedged, riveted under pressure of 150 tons 
forming a 2-in. case. Has *-in. shackle 
hardened to dull back, saw, file or bolt 
clipper, says the maker. Shackle clear- 
ance 1 in. Nickel silver tumblers and 
drivers. Practically unlimited key changes. 
Brass locking lever protected from tamper- 
ing by a steel pilfering protector. Pad- 
locks can be master keyed, sub-master 
keyed or keyed alike. Weight, 1 lb.; being 
the biggest and strongest laminted padlock 
yet built by the company. Illustration 
shows three sizes now offered. Master 


Lock Co., Milwaukee, Wis. 


Westinghouse Motor Driven 
Brush Vacuum Cleaner 


Has a % h.p. motor operating on AC or 
DC current. Cleaner weighs 13 15/16, lb. 
and has a nozzle 14 3/16 in. wide, designed 
to more easily clean under low furniture. 
Nozzle and fan case of cast aluminum 
alloy, nozzle being equipped with extra 
heavy, molded dark blue rubber bumper. 
Five different adjustments of nozzle pos- 





sible with use of improved lever and cam, 
operated easily by toe of shoe. Brush, 
sheathed in metal to prevent warping, has 
a double row of high bristles staggered on 
shaft to give gentle sweeping and beating 
action. Has four rubber wheels, convenient 
tilting device, trigger switch to control cur- 
rent. Antique silver finish. List price, 
$40.00. Westinghouse Electric & Mfg. Co., 
E. Pittsburgh, Pa. 





Universal Electric 
Oven Cooker 


For baking, roasting, boiling, stewing, 
steaming and fricasses will cook enough 
food for a family of six. Operates from 
any electrical outlet. Two heats, slow 125 
watts and fast 500 watts. Cooking well 
10 in. deep, 6% in. diameter. Overall 
height 13% in., diameter 9 in. Weight 11 
Ib. No. E9604, equipped with three 
aluminum food containers, two l-qt. and 
one 2-qt. capacity, round grid, oblong rack, 
gem pan, baking pan and two pan lifters. 
No. E9602, same as E9604 without oblong 





baking pan, gem pan and oblong rack. 
Heavy aluminum lining surrounded with 
thick wall of high insulating material and 
encased in steel outer shell. Insulated 
cover. Vent in cover permits escape of 
steam for perfect roasting and browning. 
Handle locks insulated cover in place. 
Sage green enamel case with black enamel 
top. Bracket holds cooker steady when in 
horizontal position for baking bread, bis- 
cuits, etc. Landers, Frary & Clark, New 
Britain, Conn. 


New Attachments For 
Sunbeam Mixmaster 


Include the potato and vegetable peeler 
and slicer and shredder attachments il- 
lustrated. Potato and vegetable peeler re- 
moves peel from potato in one continuous 
strip; while potato revolves knife blade 
follows its contours. List $3.50. Slicer and 
shredder attachment, list $3.50 complete 
with two discs for slicing and shredding. 
A third disc will be available later as 
extra equipment for grating fruits and 
vegetables, nuts and cheese. Has special 
safety feature to protect hand and 
knuckles. Food chopper and meat grinder 
attachment, list $5 ($5.50 west of Den- 
ver). Has safety feature and extra large 
food chopper as well as selection of knives 
for fine and coarse cutting. Coffee grinder 
attachment, list $2, operates on food chop- 
per power unit. Drink mixer attachment, 
list $1.50, runs at high speed of soda 
fountain mixers, with special tall mixing 
glass. An attachment for polishing and 
buffer work on silverware lists at 50c. 
with supply of polishing compound. Chi- 
cago Flexible Shaft Co., Roosevelt Road 
and Central Avenue, Chicago, III. 
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Streator, Ill., Puts On 
ring, “Build Now” Campaign 
ri (Continued from page 23) 
oat mittee was appointed to provide in the campaign to keep Streator 
erall speakers to place the plan before workmen employed and to stimulate 
it 11 every club and similar organization __ the circulation of money. 
<a in the city. The advertising program W. D. Stansil, secretary of the 
a. was carried through four weeks and _— Streator Chamber of Commerce, ad- 
ters. during the fourth week the house-to- vised HarpwarRE ACE that approxi- 
long house canvass was made. mately 3000 pledge cards were dis- 
Each door-to-door salesman pre- tributed and that about 500 cards 
sented every resident with a double were returned to headquarters, each 
pledge card, a specimen of which is representing sums expended averag- 
reproduced in an accompanying il- ing from $100 to $500. As to re- 
lustration. Half of the card was re- sults, Mr. Stansil says: “Our cam- 
tained by the resident until the paign total was slightly in excess of 
pledged work was completed, when $100,000. More work is breaking 
it was returned to headquarters. daily due to the impetus of the cam- 
Each home owner pledging work was _ paign and we believe that before the 
. given a card to place in the window summer is over, the total will amount 
sith of the home to indicate cooperation to nearly $150,000.” 
and 
ated 
» of 
ing. 
ace. - ° 
mel An Outside Selling Method 
1 in 
nl Brings Good Results 
ANZIG & ROMAIN, hardware is written on the back of the cards. 
1D dealers of Philadelphia, have In most cases, housewives have not * » 
used an “Appliance Survey” __ hesitated in giving the information. i n iers 
to good advantage in promoting the _Alll that is required is a little tact and 
eler sale of electric appliances. - courtesy upon the part of the can- 
il- vassers who are specifically instructed 
Te- Electric Appliance Survey | ""’""’ ” against attempting any selling. K L a ‘ sal *, 
ous Name Aaseco P Thewprorn Item Cond. Int. D o & R 7 built 
ade Z ; anzig omain have built up 
Wife Bla C. Refrig. | 
and rag Pe a file of about 1000 cards. Occa- 
9 rig Mendy hy jbust Mae.cl] X oe the age oe a O00 workmen demand 
ow asher $ - 
ee Be gee er 4 Bad eee 
" Gen. Cond. Nie howe — bet [Clocks Nove Yeo fs ‘ . tomers appreciate 
ial cards lies in the fact that they make aia : , 
nd — evi 4h 3/rr it possible for a salesman to know psa con are Mang ed 
wd a oy es just what appliance to push when he ee y Gonend Caeas. Se 
» . s Pliers have been the stand- 
ge calls on any particular housewife. ; 
es Three by 5 in. filing cards like For instance, if a home is known — 1 pe wae 
? ee 
ler the one illustrated are filled in by to have a radio that has been in use and sae utilities — 
= women canvassers who are paid at _for several years, he finds what trade- ee —" agi owns vei 
de the flat rate of 25c. an hour. in allowance can be made on that par- wae eeneny at ene one 
ng These women go from door todoor _ ticular model and then goes to the styles to meet every require- 
- in selected sections of the city, state | home with a definite proposition. If wnat. Check — 
hi. that they are making the survey for they are using an old style ice box, stock of Kleins with your 
ad Danzig & Romain, and obtain answers _he talks electric refrigeration and so jobber and be prepared to 
to the various questions listed. on down the line. “ill the needs of your cus- 
Housewives are asked whether they “We expect to develop this system tomers who want the best. 
have an electric refrigerator, a radio, | even further when general business 
vacuum cleaner, washer, ironer or improves,” says Manager David W. Buy From Your Jobber 
electric clocks. The general condition Romain. “It helps us direct our out- , 
of their appliance is noted and any side selling to better advantage. And ann KLEIN & Sons 
other worthwhile information which __ it simplifies the approach when sales- raieritael 
may be obtained during the interview |= men make their calls.” Ae ee 
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Kellogg’s Improved 
Boiled Linseed Oil 


Has 998/10 per cent pure linseed oil 
with 2/10 of 1 per cent metal and chem- 
ical combinations, with no foots, adulter- 
ants or impurities, flows freely, never pulls 
in the brushing and dries in 12 to 15 
hours, says the maker. It is of light, clear, 
brilliant color and requires no added 
dryer. Uniform, strong, long lasting paint 
film. Packed in five-gallon sealed pails 
with cover affixed so that it cannot be re- 
moved without showing it has been tamp- 
ered with. Pails have strong wire bail 
and wooden handle. Top and bottom re- 
cessed for convenient stacking in stock. 
Spencer-Kellogg & Sons Sales Corp., Buf- 
falo, N. Y. 





Bernard Ticket 
Punches Nos. 250 and 260 


Available in six assorted designs are 
packed in cartons of twelve. Knurled 
handles, stationary stripper spring, capac- 
ity feed, opening and closing stops and 
finger rings. No. 260, spring latched 
reservoir, list, $4.00 per dozen, is nickel 
plated and polished. No. 250, visible dies, 





lists at $3.00, nickel plated and polished. 
Both models are illustrated. Dealer dis- 
count, 50%. The Wm. Schollhorn Co., 
New Haven, Conn. 


Phileo Three Purpose 
Antenna System 


Designed primarily for reduction and 
elimination of noise originating from elec- 
tric wiring, small motors, electrical ap- 
pliances, telephone dials and lines, trolley 
cars and high-tension power lines. Also 
designed to give increased efficiency of 
reception as well as to give efficient opera- 
tion of from two to four radio sets from 
a single antenna. Provides complete aerial 
and high efficiency noise eliminating trans- 
mission line equipment which includes 
Philco matched antenna transformer, 
matched lead-in transmission line and 
matched radio set transformer coil of 75 
feet of special Philco 7 strand aerial wire 
supplied with each kit at well as neces- 
sary insulators, lightning arrestor, lead-in 
strip, nail-on knobs, etc. Matched antenna 
transformer for mounting outside house is 
completely weatherproof. Window lead-in 
strip and ground clamp are furnished for 
ground wire and connection. Philco Radio 
& Television Corp., Philadelphia, Pa. 
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Revere Watering Pot 


Made of solid copper, highly polished 
and lacquered with solid brass handle, 
seamless copper spout. Capacity about 
1% qts. Packed in cartons of twelve. 
Suggested retail selling price, $1.00 in 
East, and $1.10 on West Coast. Rome 
Mfg. Co., Division, Revere Copper & 
Brass, Inc., Rome, N. Y. 





Volkano-Kindler 


For starting coal and coke fires, in the 
home, camp, etc. Is non-explosive, can be 
safely stored anywhere and will ignite only 
by contact with direct flame, says the 
maker. May also be used as an insect 
singe in orchard or garden and as an 
emergency light or torch for campers and 





MAKES KINDLING WOOD UNNECESSARY” 


QUICK SAFE —CLEAN— ECONOMICAL’ 
MONSTUREPROOF 


SAFELY STORED ANYWHERE 











VOLKANOKNOLERCOP NEWYORK 





motorists. Available in two size packages 
of four and twelve bricks respectively, 
having suggested retail selling prices of 
10c. and 25c. respectively. Dealer discount 
33 per cent in small quantities. Volkano 
Kindler Corp., 225 Fifth Avenue, New 
York City. 


Faultless Office Chair Caster 


Of double ball bearing type with low 
overall height and dustproof bearing con- 
struction. Caster swivels on two rows of 
hardened steel balls, one row placed di- 
rectly above the other, giving effortless 
swiveling, says the maker. Height from 
floor to bottom of chair leg is 2% in. with 
15g in. wheel and 2% in. with a 2 in. 
wheel. Ball bearings operate in lubricated 
hardened raceways designed to assure quiet 
operation. For offices with carpeted or 
soft textured floors this caster is recom- 
mended by the maker with the Rockite, or 
hard tread composition wheel. For offices 
having tile, terrazzo, hardwood or cement 
floors the Ruberex (soft tread) wheel is 
recommended. Faultless Caster Co., Evans- 
ville, Ind. 








Gilbert Motor Driven 
Jig Saw 


For cutting original jig saw puzzles, for 
the fan who likes to make his own puz- 
zles. Has scientifically designed C frame 
with reinforced cross sections, 644 in. 
square steel work table, spring tension on 
saw. Adjustable presser foot for holding 
work in position. Equipped with roll 
guide to protect saws against breakage. 
Cast iron drive wheel, one side scored for 





attaching sandpaper discs for smoothing 
woodwork or taking rough edges off puz- 
zles. Powered with 110 volt Universal 
motor with simple oscillating motion hav- 
ing minimum vibration. Motor encased 
in heavy black enamel shell, rigidly 
mounted to C frame. Operates on A. C. 
or D. C. Finished in wrinkle green and 
red. Height 17 in. Suggested retail sell- 
ing price, $10.00, $12.50, Denver and West. 
A. C. Gilbert Co., New Haven, Conn. 


Ry-Lock Ready-To-Make 
Packaged Window Screen 


Comes in carton with wire cloth, hard- 
ware and frame material sufficient to make 
one complete full size window screen. 
Wire cloth, 16-mesh bronze or galvanized 


- 





with standard hardware, cadmium plated. 
Frame material is of clear white pine. Ten 
sizes to accommodate any window up to 
4 ft. in width and 4% ft. in height. Ry- 
Lock Co., Ltd., San Leandro, Cal. 
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so A “Best Seller”... QUICK TURNOVER 
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for *During 1932 Dic-A-Doo 
sales increased 117% 
, Three sizes for ev- 
ery type of trade. 
Packages to retail 
at 15c and 30c, 25- 
Ib. pails at $4.50. 
Now alsoavailable 
in 5 lb. bags, to re- 
tailat $1.00.(Prices 
slightly more west 
of Rockies.) 
~ 
l= 
? 
BISSELL’S NEW 
d 
y 


i Silver Streak Ssxts to housewives, painters, build- 


ing owners, etc.—and repeats, because 


successful that merchants all over the country nothing else cleans and restores surfaces 
are using it as a promotional model . . . Bissell’s new 
“Silver Streak!”’ 


QO: only a few months. . . and so extraordinarily 


so quickly, easily and well. 


This stream-line body, gayly-colored sweeper has Advertised in Saturday Evening Post, 
the dash, the good looks, the performance to achieve 

success in its own right... American Weekly, Painters’ Magazine. 
But the ‘‘Silver Streak’’ does more than that... it Order from your jobber. The PATENT 
stimulates interest in the entire Bissell line! 

Merchants who planned promotional sales of Bissell CEREALS CO., Dept. H14, Geneva, N.Y. 
sweepers reported an increase of 45.1% in sales over (In Canada: 371 Wallace Ave., Toronto.) 


this same 5-month period of a year ago. One leading 
New York department: store featured the ‘Silver 
Streak’’ and sold out in record time... even to the 


models on display! 
And the “Silver Streak”’ is getting more popular all Fa 
the time. Don’t miss out on this grand chance to get 


your percentage of sweeper sales... now! Sales helps in- 


clude spot displays and circulars, free. Write for details. Dp a i nt c| e a Nn e r 
BISSELL CARPET SWEEPER CO. 


GRAND RAPIDS, MICHIGAN 


x *k * 
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MOST PROFITABLE PAINT 


ACCESSORY YOU CAN STOCK 

















Permaware Utensils 


Are made of 16/18 straight chrome 
stainless steel, which the maker states is 
unaffected by fruit juices, lactic acid. Fin- 
ish is part of basic metal. [Illustration 
shows No. CB-800/2 two-quart casserole 
or baking dish and CB-200/4 four-quart 
sauce pot and cover. Other kitchen uten- 
sils offered as part of the line include 
sauce pans with covers, Dutch oven with 
trivet, convex covered kettle, oval roaster, 
convex sauce pot and cover, double boiler, 
skillets and covers and a two-quart mix- 
ing bowl. No. CB-1100 cuspidors are also 
offered. Corcoran-Brown Lamp Co., Perm- 
aware Division, 1469 Merchandise Mart, 
Chicago, Ill. 


Portable Softenete 
Water Softener 


Especially designed for filling bathtub or 
washing machine with softened water. Suit- 
able for use on water supplies not ex- 
ceeding thirty grains of hardness. Finish- 
ed in nickel or chromium plate and con- 
structed of brass throughout. Inside diam- 





eter, 2% in. x 18% in. overall height. 
Weight 6 lb. Suggested retail selling 
price, except in far west, $7.50 for nickel 
plate finish and $8.75 for chromium. Dealer 
discount 40 per cent. Water Softening 
Co. of America, 4829 N. Paulina St., Chi- 
cago, Il. 


Blackstone Model D 
Electric Washer 


Is of one piece construction, with full 
family size porcelain-on-steel tub with new 
type depressed bottom for quick and com- 
plete drainage. Triple vane water cir- 
culator of high blade design, said to 
increase washing efficiency 30 to 40 per 


at 


cent and to prevent dead washing areas 
and tangling or tearing of even the most 
delicate fabrics. Improved Lovell wringer 
has rustless steel frame with large live 





rubber balloon rolls. Control lever for 
starting and stopping circulator is of 
automobile type, placed in front of 
washer. Silent oil packed drive. Steel 
parts throughout washer case hardened 
and ground. All gears machine cut. The 
Blackstone Mfg. Co., Jamestown, N. Y. 





Meccano Microscope Sets 


No. 1 set contains 50-power microscope 
with adjustable mirror, four slides, slide 
covers, pair of tweezers, dissecting needle 
and complete manual. List, $1 each, 
dealer cost $8 per dozen. No. 2 micro- 
scope set with 75-power microscope having 
adjustable mirror, eight slides, tweezers, 
two dissecting needles, metal specimen 
tray, glass slide covers, labels, dropper, 
camel hair brush, and three vials contain- 
ing Canada balsam, nigrosine and Xylol 
with manual. List $2.50. Dealer cost, 
$20 per dozen. No. 5 set illustrated has 
microscope giving 50, 100 and 150-power 
with tilting device for operating at most 





convenient angles; rack and pinion focus- 
ing. Packed in steel cabinet with test 
tubes, dissecting bowl, specimen tray, 
dissecting needles, tweezers, dropper, eight 
glass slides, six vials of stains and chem- 
icals in wooden test tube stand, bottle of 
alcohol, bottle of Xylol, slide covers and 
labels. List $5. Dealer cost $40 per 
dozen. The Meccano Co. of America, Inc., 
200 Fifth Avenue, New York City. 





“Polar Pak” Beer Pack 


Which may be iced then taken on boats, 
picnics, etc., or used in the home, etc. Of 
heavy gage steel, baked green enamel 
finish with bottle opener attached for con- 
venience. No. 712, list $1.50, 1036 in. over- 
all height, 8% in. diameter, capacity seven 
12 ounce bottles. No. 1212, list $2, height 
10% in., diameter 9% in. by 12 in. Weight 
8 lb. capacity twelve 12-ounce bottles. No. 
1212 illustrated in foreground. Toledo 
Premium Specialties, Inc., Toledo, Ohio. 





ABC Model 66 Washer 
Has Fingertip Control 


Which governs instantly the operation 
of both the agitator and the wringer. No 
matter what the position of the operator 
there is always a Fingertip control button 
within convenient reach, says the maker. 
Has improved French type perforated, 
double four wing agitator. Extra large 
in construction permitting agitation of 








clothes from top as well as from bottom of 
tub. Top wing of agitator draws clothes 
to it, grips them firmly causing them to 
circulate downward, while rubbing them. 
Double set of fins designed to prevent 
tangling or twisting. Touch release may 
be operated by hand, finger, arm, elbow, 
etc. Wringer is automatically reset by 
slight pull on resetting lever. Altorfer 
Bros. Co., Peoria, Ill. 
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Shipments. 


| ene 


Night Latches 

| Trunk Locks 
Front Door Sets 

| Store Door Sets 

Machine Screws 
| 


26 Warren Street: 


Branch Offices: 
177-179 N.Franklin St. 
Chicago, Ill. 


521 Commerce St. 
Philadelphia, Pa. 


M ECHANICS know, and 


handy home “fixers” sooner or 


later discover, that wood screws 


are not all alike in quality. 

| Eagle Wood Screws will please 
|| ALL of your customers. They 
| | are precision made with clean 
slots, uniform heads, sharp points 
and accurately cut threads. Prof- 


| All Styles — All Sizes—Prompt 


The Eagle Quality Line 


Padlocks 
Cabinet Locks 
Wood Screws 
Stove Bolts 


excte {BC K CO. 


w York 


14 Bedford St 
Boston, Mass 


Works: at Terryville, Conn, 
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STU 
LIST and learn 
how many popu- 


products can be 
bought from one 
rellable saw man- 


~ 


. Non-breakable 


. Crosscut 


. Circular 


. Acrolite and 


DY 


ufacturer 


. Hand, Rip and Panel 


Saws. 


. Compass, Keyhole and 


Nests of Saws. 


. Back, Mitre and 


Dovetail Saws. 


. Pattern Makers’, Stair 


Builders’ Saws. 


. Coping Saws, station- 


ary and adjustable. 


. Flooring Saws. 

. Plasterers’ Saws. 
. Plumbers’ Saws. 
. Pruning 


Saws, all 
inds. 


. Pruning Shears. 
. Butcher and Kitchen 


Saws. 

. Wood Saws,  com- 
plete, Single or 
Double Brace, with 
Blades. 

. Hacksaw Blades, 


hand and power. 
Hack- 
saw Blades. 


. Hacksaw Frames, ad- 


justable and solid. 


. Files, all kinds. 
. Crosscut 


Saws, one- 
man, two-man and 
hollow back, also in 
Electric Alloy and 
Sheffield qualities. 
Saw Han- 
dles and Saw Tools. 
Saws for 
electric hand and 


portable bench ma- 
chines. 
. Narrow Band Saws 


for wood or metal. 
Plastering and Cement 
Finishing Trowels and 
Floats. 


. Floor, Cabinet 
Bench, Wall and 
Butcher Block 
Scrapers. 

. Corn and Cane 
Knives. 

. Grass Hooks and 


Ditch Bank Blades. 


. Saw Sets, lever and 


hammer styles. 
Ferro- 
lite Grinding Wheels. 


. Machine Knives, all 


kinds. 







Sell Quality 
Every Time 


| peer opportunity to sell high 
quality saws, and at more dol- 
lars profit, is greater today than 
in many years. Selling cheap 
saws may give you the same 
percentage of profit, but not as 
many dollars. 


ATKINS SILVER STEEL 
SAWS, at the new popular prices, 
will bring you more profit, and 
at less cost. Sales will result from 
the spring and summer building 
and repair work, if you will let 
people know you have Atkins 
Saws. Our displays and other 
sales producing helps will be of 
great assistance. 


Why not be one of the many 
dealers whowill make sales of 
Atkins SILVER STEEL Saws 
at more dealer profit? 


Select your saw needs from 
the column at the left and 
order from your jobber. If 
he cannot supply you, write 
to us, and we will see that 
you are taken care of 
promptly. 





“THE SILVER STEEL SAW PEOPLE” 


HOME OFFICE AND FACTORY 


E. « ATKINS and Company 


ESTABLISHED 1857 


Makers of highest grade and leading types of all kinds 
of Saws, Saw Tools, Handles, Plastering Trowels 
Scrapers and Specialties 


INDIANAPOLIS, INDIANA 
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A STORE IS JUDCED 


By the Quality 
of its Stock 
Does your Rim Lock 
stock qualify? If 

not specify 


SKILLMAN 


Good finish. Good ac- 
tion. Properly packed 
with knobs assembled. 
Distributed by jobbers. 


SKILLMAN HDWE. MFG. CO., Trenton, N. J. 
The most complete line of Rim Locks made. 











The Mark of Quality 
in Wiring Devices 


The Circle F Trade-Mark is 
your guide and assurance of 
absolutely dependable Elec- 
trical Wiring De- 
vices. Ask your 
Jobber to supply 
you with Circle F 
products. 








Ne. 608 Table Tap 











Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 


HARDWARE AGE 


239 West 39th St., New York City 











How to Get Hearing on Retail Code 


(Continued from page 29) 


presentations will be confined to 
factual statements only. 

(5) In the discretion of the Deputy 
Administrator in charge of the Ad- 
journed Hearing, persons who have 
not complied with the requirements 
of paragraph (1), above, may be 
permitted at any time prior to the 
close of the Hearing to file written 
statements containing proposals for 
eliminations from, modifications of, 
or additions to the code supported by 
pertinent information or argument. 
Such written statements must be con- 
densed as much as possible. 

Public hearings are solely for the 
purpose of obtaining in the most 
direct manner the facts useful to the 


Administrator, and no arguments will 
be heard or considered at this time. 
Representation of interested parties 
by attorneys or specialists is permis- 
sible, but it is not to be regarded as 
necessary. Industry, workers and the 
consuming public will be represented 
by special advisers employed by the 
Government. 

The code for the retail trade ex- 
cepting food and grocery distributors 
in its present form merely reflects the 
proposal of the above mentioned 
trades, and none of the provisions 
contained therein are to be regarded 
as having the approval of the Na- 
tional Recovery Administration as 
applying to this trade. 





Gen. Johnson Denounces Code Evasions 


One of the most significant state- 
ments yet to come from the NRA 
was made by Administrator Hugh S. 
Johnson on Aug. 9, when he asserted 
that no retailer could stagger store 
hours, enforce rest periods, or short- 
en hours of store operation, without 
defeating the purpose of the retail 
code, which is to increase employ- 
ment. 

Gen. Johnson explained that while 
the agreements signed by retail stores 
provided that no store, open less than 
fifty-two hours a week before July 1 
could reduce store hours at all, de- 
claring that the intent was not to 
curtail hours of store operation in 
any way. To further clarify this 
point, the administrator said while 
fifty-two hours of store operation 
weekly is the established minimum, 
that if a store had been operating 
sixty hours or more weekly, it should 
not curtail its time of being open, but 
rather should employ more people 
to do the work. 

“That agreement is a solemn 
covenant and its purpose is explicit.” 
Gen. Johnson said, and continued: 
“The owners of the stores and the 
customers who buy from those stores 
should have but one single purpose, 
which is to carry out this specific 
provision which has to do with reem- 
ployment through reducing the num- 
ber of hours each employee works 


and by. keeping the stores open as 
long as possible. 

“The insignia of the blue eagle 
must be withdrawn from those stores 
which either collectively or individ- 
ually flagrantly attempt to frustrate 
the purpose of the presidential reem- 
ployment agreement. 

“When employers sign this agree- 
ment with their President after read- 
ing section 8, no one could conceiv- 
ably set about staggering employee 
hours, enforcing rest periods, and 
increasing the time for lunch without 
pay, or either directly or indirectly 
conspire to defeat the very purpose 
of the agreement by materially short- 
ening the number of hours which 
the stores had customarily stayed 
open.” 

In warning the retailers against 
shortening store hours the adminis- 
trator quoted the agreement which 
was provided for them temporarily 
pending a hearing on a permanent 
code of fair competition. Section 
8 reads: 

“Not to use any subterfuge to 
frustrate the spirit and intent of this 
agreement, which is, among other 
things, to increase employment by a 
universal covenant, to remove ob- 
structions to commerce, and to 
shorten hours (employee work hours, 
not store hours), and to raise wages 
for the shorter (employee work) 
week to a living basis.” 
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: ¥ FOR SHELLS ws 
as i eee 

: i. CYLINDERS S 

: ARE QUALITY BUILT 

x- Seldom a summer passes without 

rs severe water shortage in many local- 

ios ities. This year is no exception. Ex- 

d tremely hot and dry weather has pre- 

vailed for weeks. Countless wells and 

” cisterns are again bone dry. 


Deeper and larger wells are a safe- 
guard, and deeper wells require de- 
pendable cylinders. This is one of the 
many reasons why Myers Cylinders 
continue in favor. Quality built, me- 
chanically correct, full size, full weight, 
full capacity, they out-serve and out- 
live by a wide margin cylinders less 
coulis designed and constructed. 


Single and double acting styles in 
all standard sizes for use with any type 
of hand or power pump for either shal- 
low or deep wells, provide the best of 
sales possibilities. 








Your request for catalog and prices 
will receive prompt attention. 
THE F. E. MYERS & BRO. CO. 
Ashland, Ohio 





This remarkable smokeless shotgun powder—DU PONT MX, the 

new star in the shooting world— is better on five outstanding points: 

% COMPLETE COMBUSTION—Leaves the gun barrel clean. 

+ EASY ON THE SHOULDER—Balanced recoil and snappy 
load. 

* UNAFFECTED BY WEATHER—DU PONT MxX is non- 
hygroscopic. Remains stable under severe storage 
conditions. 

% LOADS UNIFORMLY—An aid to better shooting. Inspires 
confidence. 

% CLEAN BREAKS—This hard-hitting powder distributes 
shot uniformly. Smashes the targets into dust. 

Your customers prefer this better smokeless powder. They are 

reading about it in their sporting magazines. It’s used by the 

champions. Demand it in the shells you order. 


E. 1. DU PONT DE NEMOURS & CO., Inc. 
Sporting Powder Division WILMINGTON, DELAWARE 
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Schuetz Sells @3 Eleetriec Washers 


In Town 


CHUETZ Hardware sells an 
~ average of 75 electric washing 

machines, a year, in Great Bend, 
Kan. This town has a population of 
less than 6000 people. House to house 
canvassing; home _ demonstrations; 
sidewalk, window and interior displays 
and occasional local newspaper adver- 
tisements are tied together in selling 
washing machines. 

A. F. Schuetz says, “We make wash- 
ing machines a specialty, and sell them 
the year round. We have one man who 
does a great deal of canvassing and 
gets machines out on demonstration. 
Washing machines are easily sold right 
now as many people are cutting down 
expenses by doing their own washing. 
We think every hardware dealer could 
work up a good business on washing 
machines. 

“We still think that there is much 
more business to be had, although it 
is harder to get. This morning we had 
three people in our store asking us to 
send washers to their homes on ap- 
proval. Two of those machines will be 
sold and possibly the third. So far this 
year we have sold more washers than 
we did last year. Of course the 
machines are cheaper this year and we 
have to sell more to get the same vol- 


” 


ume. 
Deferred Payments 


Speaking of deferred payment sales 
Mr. Schuetz said “The terms of sale 
when we sell a washer depend on the 
price of the machine. On a washer sell- 
ing for $69.50 we get from $5 to $10 
down. The balance of payments are 
spread over from six months to a year. 
For the quantity of washers we sell 
we do not repossess very many, as we 
do not like to take a machine back if 


of Less Than 6000 








In this small store in Great Bend, Kan., A. F. Schuetz plays up electric merchandise 
and is enthusiastic about its profitable features. 


there is any chance of our customer 
being able to pay for it.” 

In a recent week seven washing 
machines were delivered on approval 
and six of them were purchased. Mr. 
Schuetz believes that he still has a 
good chance to sell the seventh 
machine. Prospect’s names are not re- 
moved from the store’s list until a sale 
has been made by the Schuetz company 
or by one of its competitors. 

No prospects, within driving distance 
of the store, are too far away for the 
canvasser to visit for the purpose of 
making a demonstration, regardless of 
the size or price of ,the unit being 
offered. The canvasser, working on 
commission, does all of the service and 
installation work. Mr. Schuetz con- 
siders that plan a bit of “good adver- 
tising.” 


Customers purchasing washing 
machines frequently give the store the 
names of friends who are interested in 
having a demonstration. Quite a few 
prospects visit the store and point out 
that they became interested upon see- 
ing washing machines in_ friends’ 
homes. 

In the sale of all electrical appli- 
ances, Mr. Schuetz has found house- 
to-house canvassing the most effective 
method for his store. 

The Schuetz store measures 22 by 75 
ft. and has small display windows, but 
as great space as is possible is given 
to appliance display. Mr. Schuetz re- 
fers to his place as being, “just a small 
country store,” but he gets the bus- 
iness and his methods could well be 
followed by other merchants in similar 
towns. 









WOOSTE, 


BEST QUALITY—BEST 


BRUSHE. 







Make Money on Brushes 
Write for details of the 
Wooster Brush Selling System 


VALUES—BEST SELLERS FBSSsET 


THE WOOSTER BRUSH COMPANY 
WOOSTER, OHIO 


Makers of Fast Selling Brushes since 1851 
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SCREW WANOLE 


AOQUUSTMENT 


No. 2150 Adjustable 8 to 12 inches 
No. 2150 as shown. Adjustable Frame, Nickel 
Plated. Black enameled handle with screw ad- 
justment for tightening blade. Depth of frame 
2% in. steel % in. wide. 

No. 2151. Same as No. 2150 but includes one 
blade with each frame. 


No. 2115 Adjustable Frame for Blades 
8 to 12 inches 


No. 2115 as shown. Adjustable Frame, Nickel 
Plated. Corrugated steel pistol grip with dull 
nickel finish. Wing nut adjustment for tighten- 
ing blade. Depth of frame 2% in., steel 
in. wide. 

No. 2116. Same as No. 2115 but includes one 
blade with each frame. 


No. 2175 Adjustable Frame 


For heavy duty. Nickel plated—highly polished. 
Strong steel connection with double end adjust- 
ment giving maximum strength when frame is 
fully extended. Corrugated steel pistol grip, 
chromium plated. Wing nut adjustment for 
tightening blade. Depth of frame 3% in., steel 
% in. wide. No. 2176 same, but includes one 
blade with each frame. 


Each pattern shown 
packed one in a box 

















Reasonable Prices — — 


What Do They Mean To You? 


Quality tools at economy prices are a strong sales lever 
these days. When you can show a customer a dependable 
tool and quote him a reasonable price on it—it helps 
materially in making the sale. It expands your confidence 
in such merchandise to be able to sell it at a price which 
insures economy and strengthens the customer’s confidence 
in your integrity as a merchant. 


Many hardware dealers are finding this true concerning 
“UNION” Hack Saw Frames which are absolutely depend- 
able, reasonably priced and easy to sell. 

Patterns for the average householder as well as expert 
mechanics—all quickly adjustable and easy on blades as 
well as on pocketbooks. A few of the popular selling 
patterns are shown opposite. Note details. 


Ask your - 
(HARDWARE COFPANY OUR CONDENSED 
Jobber to Freya soaoa sue 


supply you Reg. U. S. Pat. Off. Is 3 
Established 1854 


TORRINGTON, CONN. 
New York Office 151 Chambers St. 
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Stewart-Warner Auto Radio 


Has automatic volume control and tone 
control, smooth vernier condenser drive 
and calibrated tuning dial, illuminated and 
covering a tuning range of from 535 to 
1550 kilocycles. A five tube superhetero- 
dyne set, with electro dynamic speaker. 
Entire instrument contained in attractive 
cabinet measuring 6% in. x 9% in x 5 in. 
Installed by drilling one small hole. Stew- 
art-Warner Corp., 1826 Diversey Parkway, 
Chicago, II. 


Vollrath Refrigerator 


Storage Pan and Set 


Refrigerator dish set No. 268, has large 
dish, 834 by 7 by 2% in. and two smaller 
dishes, 6 by 344 by 2% in. Two smaller 
dishes nest in larger one. Packed one set 
in individual container, six sets in car- 








ton, weight 22 lb.’ Vegetable storage pan 
No. 5 for storage of celery, lettuce, etc. 
Size 12% by 7% in. by 4 in. Set and 
pan are triple coated enamel, white with 
black trim. The Vollrath Co., Sheboy- 
gan, Wis. 





Griptex Replacement Rubber 
Ferrule For Golf Clubs 


For covering string windings at the bot- 
tom of the leather wrapping and for the 
point where the wood club joins the 





shaft. Weather proof and permanent. Ap- 
plicator included with each set of 12 
ferrules. Griptex Co., 542 N. Erie Street, 
Toledo, Ohio. 
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G.E. Offers Improved 
Photoflash Lamp 


For amateur use, is said to give more 
light for its size than any source in exist- 
ence today. Although its bulb size is that 
of an ordinary 40-watt lamp, this new edi- 
tion of the standard professional size 
Photoflash lamp has a peak light output 
of 2% million lumens (approximately 
one-half that of the larger size). As in 
the larger lamp the bulb contains a quan- 
tity of extremely fine aluminum foil 
crumpled around a 1.5 volt filament. Re- 
mainder of interior is filled with pure 
oxygen. Rapid oxidation of foil causes 
this light output. One lamp is usually 
sufficient for photographing subjects up to 
a distance of 12 feet with any type of 
camera when fast amateur film is used. 
Noiseless, smokeless flash is sufficiently 
fast—1/50th of a second—to catch nat- 
ural expressions, both indoors and out. 
Flashed with two or more cells of flash- 
light or dry battery, or on house current. 
Measures 2% in. in diameter and 4% in. 
long, being % in. smaller in diameter and 
1% in. shorter in overall length than the 
large lamp. Suggested retail selling price, 
15c. Designated as No. 10. Incandescent 
Lamp Department, General Electric Co., 
Nela Park, Cleveland, Ohio. 


Lyon Quality Line Of 
Steel Household Cabinets 


Are designed with attractive paneled 
fronts—furniture style—with sturdy welded 
steel construction and reinforced doors. 
Finished in glossy enamel in green, ivory, 





or white. Six sizes available, each 18 in. 
wide. The largest, 72 in. high is for 
vacuum cleaner and broom storage, while 
the 26 in. or smaller model is for “under 
the sink” use. Lyon Metal Products, Inc., 
Aurora, III. 








Olympic A.C. Electric Sharpener 
For Razor Blades 


Of the double edge wafer type laps the 
blade, the lapping tables making sixty 
strokes a second. Magnetic action holds 
blade at correct angle and tension, says 
the maker. Grinds blade with Olympic 
Lapping Compound supplied with strop 
and stored in handy well. Strops without 
compound. Suggested retail selling price, 
$1.50 each. Displays, circulars, mats and 
cuts available to dealer. A hand-operated 
Olympic sharpener is also available, using 
the same basic sharpening principle. The 
Humason Mfg. Co., Forestville, Conn. 





Birtman Electric Iron 
and Electric Toaster 


Both of modern design. Electric iron 
has ventilated all-bakelite handle and 
shield. Chromium sole plate and base of 
iron are only exposed metal parts. Handle 
has air duct, % in. in diameter, running 





entire length of handle. Automatic heat 
control. Two models, 6 and 3% Ib., both 
with 1000-watt heating units. The Birt- 
man “visible” toaster permits user to 
watch progress of toasting operation. Both 
sides of bread toasted at same time by in- 
direct or reflected “ovenized” heat, sup- 
plied by coils located in bottom of toaster 
and reflected to the bread by bright metal 
surfaces. All exposed metal surfaces. 
chromium plated. Toaster may be pur-- 





chased separately or with a cast chromium 
tray with bakelite handles. Tray has six 
glass capacity. Birtman Electric Co., 4140 
Fullerton Avenue, Chicago, IIl. 
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E. T. Rugg Co. 





Write for details about 
ugg Rope and 
ugg-ed Mowers 


Two quality products 
manufactured in the 
same factory with 
the same overhead 


( by a company 
Ef 






founded in 1883 











Les us send you our 
complete proposition. We 
believe you will be greatly 
interested in our special 
offer. 


The 


Manufacturers Since 1883 Mark 
ovate 
Newark, Ohio Ocean Brand 
Pure Manile 

















Bry DRlGyy 
1 (0) = 


EO 


MADE IN U-S-‘A 

















Order from your Jobber 


PARKER MFG.CO. WARREN,OHIO. 














Hardware 


Cloth 


made from 
Copper Bearing 
Steel 


You can sell Su- 
perior Brand 
Hardware Cloth 
with the assur- 
ance that every 
roll is made from 
standard size 
wire. 


At your jobber 


G. F. Wright 
Steel & Wire Co. 


WORCESTER, MASS. 


New York Atlanta 
Chicago Les Angeles 
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MACHINE 
CORBIN SCREWS 


Wood, Drive, Coach, Machine, 
Set, Cap, Thumb ‘SCREWS 


Special Automatic Screw 
Machine Products 


BOLTS, NUTS, CHAINS 
Escutcheon Pins 
Speedometers Tachometers 
THE CORBIN SCREW 
CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 
New Britain, Conn. 
Warehouses: New York 
Chicago .Philadelphia 
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Three Self-Starting 
Telechron Clocks 


Telart, list, $5.95, is a metal-frame 
model supported by black Catalin base. 
Case in chrome or gold color finish. Has 
4% in. dial with satin-silver finish in 
chrome model and satin-gold finish in the 
other. Daphne, illustrated, $3.95 list, has 
hexagonal case of moulded Catalin 3% in. 
high and 2 3/16 in. deep. Available in 
green, ivory, black, red or rose quartz. The 
three-inch round metal dial is finished in 
ivory lacquer, bezel in gold and numerals 
in dark blue. Newberry, upright colonial 
model, 6% in. high offered in mahogany 
or maple finish has 3% in. round metal 
dial, lacquered in ivory. Telescoping brass 
bezel finished in gold color. List price, 
$4.95. Warren Telechron Clock Co., Ash- 
land, Mass. 


Chase Beer Set 


This attractive set consisting of the 
Tiffin tray, four Bacchus goblets for beer 
and a pretzel bowl is available in chrom- 
ium or polished copper and has a sug- 
gested retail selling price of about $15.50. 
Suggested retail prices on individual pieces 
are: tray, $7.50 each, goblets, $1.50 each, 
and bowl, $1.95. Goblets although of mod- 
ern design are reminiscent of the old 





thumb print glasses. The same company 
offers a Pretzel Man, No. 90038, made of 
copper and holding aloft a tray and stick 
which will hold a substantial number of 
pretzels. Suggested retail selling price, 
$1. Measures 16 in. high overall, while the 
man is 8 in. high. Chase Brass & Copper 
Co., Inc., Specialty Sales Dept., 200 Fifth 
Avenue, New York City. 





Burgess SS6 Lantern 


Of heavy steel in fire alarm red enamel. 
Sturdy handle rigidly fastened for carry- 
ing, and bracket on back for hanging pur- 
poses. Giant reflector with chromium 
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plated lens ring is of brass. Operates on 
two No. 6 batteries with No. 35 Mazda 
lamp, giving 30 continuous hours or 72 
intermittent hours of light, says the maker. 
Toggle switch control. Extra lamp in 


Sil 


carrying rack. Throws 1500-ft. beam. 
Height 7% in. Suggested retail selling 
price, $3, dealer cost $2. Burgess Battery 
Co., Battery Division, Freeport, Ill. 


“Line-Tite-Ner” 
Clothes Line Tightener 

A simple rust-proof device for both wire 
and rope clothes lines. Stout rust-proof 


chain passes around a heavy rivet and 
through a shell which is notched to hold 














any links on the chain. Lag screw fits 
into hole where the ordinary line pulley 
hook goes, while hook on end of chain 
holds line pulley. Line tightened with di- 
rect downward pull and éasy slot catch. 
May also be used for radio wires, tent and 
awning ropes and guy ropes. Invented by 
G. M. Tuley, Oakland, Calif., hardware 
dealer. The Imp Mfg. Co., 2139 Hopkins 
Street, Oakland, Calif. 


B-T Non Electric 
Burglar Trap 


Or alarm for attachment to any door or 
window. Makes loud alarm. Of alum- 
inum, neatly finished, 4 by 6% inches. 
With orders of one dozen or more a model 
door with one of the units mounted is 

















offered, together with mats for newspaper 
advertising. Dealer cost, $2.00 for one or 
$1.85 each in lots of one dozen or more. 
Suggested retail selling price, $3.00 te 
$3.50. Burglar Trap Co., Tiffin, Ohio. 





Ames Thickness Measure 


Has dial graduated in thousandths and 
plainly indicates measurements in half 
thousandths of an inch. Number of grad- 
uations the pointer passes as anvils are 
opened are counted and compared with the 
chart stamped on back of gage to deter- 
mine nearest fractional equivalent. The 
maker guarantees its accuracy within one- 
half thousandth at any point. May be 
easily checked with size blocks, standards 
or compared with other measuring tools. 
Movement of one finger turning operating 
wheel opens anvils to admit work being 
measured. Of non-rusting metal with un- 
breakable crystal. Pointer adjusted to 
zero on dial by turning screw to raise or 
lower bottom anvil. All parts are replace- 
able. List price, $7.50. B. C. Ames Co., 
Waltham, Mass. 





True Temper “Professional” 


A hand made rod, of new material, 
lighter than bamboo and said to be 
stronger. Fitted with finest genuine agate 
guides and tip top. Windings are silk 
applied by hand. Handle is a specially 
selected and finished pattern of offset real 
seat model. (List prices slightly higher in 
Canada and on Pacific Coast.) Complete 
rod, including excise tax, lists at $14 for 
4% ft. and 5 ft. lengths, while the 5% ft. 


length lists at $15. Handle No. i alumi- 
num offset with mirror polish and extra 
select cork grip. Two finishes offered; 
grained tan enamel, silk wound in gold 
and black or grained mahogany, silk 
wound in black and white. Tan finish 
furnished unless otherwise specified. Case 
model No. 2 of extra gray duck with 
flannel lined aluminum tube. The Ameri- 
can Fork & Hoe Co., Sporting Goods Divi- 
sion, Geneva, Ohio. 
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CUNDIN 


Exrropep Meat PADLOCKS 


Provide exclusive 
additional security 
thru special 
features in 
pin tumbler 
construction. 
They are 
truly an 
achievement 
in locking 
service. These locks have 
been tried for many years 
and proven trustworthy 
under all conditions. 


CORBIN CABINET LOCK CO. 


The American Hardware Corporation, Successor 


NEW BRITAIN, CONN,., U. S. A. 


NEW YORK CHICAGO PHILADELPHIA 























EARLY half the 1600 rooms at the 

William Penn Hotel have now been re- 
duced to $3.00 and $3.50. ANEW DEAL 
for everybody! The same excellent serv- 
ice, the same luxurious appointments at 
Pittsburgh's finest hotel. All rooms with 
bath ... Management Eppley Hotels Co. 


ILLIAM PENN 











Also the FORT PITT HOTEL—good 
rooms from $1.50: with bath $2.00 
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Two hand _ tools 
for cutting bolts, 
rods, wire rope, 
wire of large size; 
splitting nuts for quick 
removal; shearing flat 
stock and heavy strips. 


A number of models in long handle de- 
sign with capacities from 3/16” to 3/4” 
annealed bolts in the thread. End cut, 
side cut and ANGULAR. Quick, powerful 
and durable. 


Compact model operated with ratchet wrench 
with end or ANGULAR cutting jaws, Easily carried 
in tool kit. Gets into angles and corners. Requires 
no great pressure. A fine automotive repair tool. 











Every Porter tool is made of the best materials, 
perfected construction, all parts held to precision 
measurements and interchangeable. 








H.K.PORTER. INC. EVERETT, MASS. 








IT’S UP TO YOU! 


DOUBLE your Fly Spray busi- 
ness—carry only one kind: 
FLYded. Push it to the limit. It 
has been tried and tested in mil- 
lions of homes— over 15,000,000 
cans have already been sold. Re- 
member you can collect real prof- 
its and sell FLYded at less than 
half the price of any other Fly 
Spray. The bulk of the quality 
business in your neighborhood is 
yours if. you want it—it’s up to 
you. Use coupon below — now! 















Midway Chemical Co., 5235 W. 65th St., Chicago, Illinois. . 
Gentlemen: Please send us samples and prices of FLYded immediately. 
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The Original “JUMBO” 










FIRE SHOVEL 
Carri 600% Overload 
sTYEOY lage yoy 
HANDY SHAPE CAPACITY 


BAKED ENAMEL 


TRIPLE STRENCTH 


This one feature alone makes “JUMBO” supe- 
rior. The new triple steel TRUSS is found on 
no other shovel. It will stand an overstrain 
of nine to twelve times its capacity. Be sure 
you check this important point and ask for 
the original ‘‘JUMBO.”’ 

Write for prices, if your jobber can’t supply 
the genuine “JUMBO.” 


PATENT NOVELTY CO., Fulton, Ili. 








Only Overhead Agitation 
Will Wash Clothes 
Clean, Quickly 


You can prove it to your 
customers quickly if you sell 
Zeniths. With the Zenith you 
have more practical, easily 





Zenith Patent , ‘ 
Oveshend Aghater demonstrated selling points 


than with any other washer. 
Five models, from $39.95 up. 


th 
Washers 


A complete line with 
four outstanding sales 
features which no other 
washers have, and which 
make users your best 
boosters. Zeniths are un- 
conditionally guaranteed 
for two years. Ask for 
all the details. 





ZENITH MACHINE COMPANY 
General Offices, Duluth, Minn. 


NEW YORK CHICAGO 
20 Vesey St. 1416 Merchandise Mart 





















REAL sales representa- 
tives advertise in the 
"Sales Accounts Wanted" 
columns of the classi- 
fied advertising section 


of HARDWARE AGE. 











Lock-Easy Bull Ring and 
Easy Piercing Cap 

Allover Lock-Easy bull ring is a well-constructed, strong and 
durable standard size ring, which pierces easily, locks auto- 
matically and has no loose parts. Of solid hard copper having self- 
piercing device built into open ends, which when closed securely 
interlock each other forming perfect circle. Suggested retail sell- 
ing price, 50c. each. The Allover Easy Piercing Cap, for bull 
rings, is of pressed steel formed to the shape of a spear-head with 





sharp point and edges ground to a knife’s edge. Cuts a hole of 
exact size of ring through which the ring is simultaneously guided 
by the cap. End of ring kept clean from cartilage, avoiding 
trouble in closing. After cap has been pushed all the way through 
it is pulled off the end of the ring, which is then fastened in 
usual manner. Fits all standard % in. x 3 in. bull rings. List 
price, 10c. each. Standard bull ring with Easy Piercing Cap lists 
at 35c. Allover Mfg. Co., Racine, Wis. 





Dur-Vita Valve 


Principle consists of a ball of high grade material which has 
been specially treated so that its surface is permanently resilient 
enough to permit perfect seating at all times, says the maker. 
Ball seats itself into a surface which conforms to the contour of 
the ball. Stem’s surface which guides the ball into proper opened 
and closed position is also spherically shaped, thereby preserving 
the shape of the ball, wear on which is negligible, according to 
the maker. Even when the ball is removed the valve is said to 
operate perfectly because of the concave form of the end of the 
stem which closes over a similar conformation in the seat, aided 
by a flange which prevents undue forcing. All parts are easily re- 
placed. Available in any of the popular styles of the “American 
Line.” Invented by J. J. Petro, Cleveland, Ohio, hardware dealer. 
Made by The American Brass Mfg. Co., 1525 E. 49 St., Cleveland, 
Ohio. 


Belden Household Extension Link 


A portable extension cord for coupling with Cordlites or other 
lamps or tools. Includes a 20-foot flexible SJ all rubber portable 
cord, Belden unbreakable soft rubber plug and Belden rubber con- 








nector into which any standard plug may be inserted. Entire unit 
has Belden high gloss lacquer unit. Packed in individual orange 
and black display cartons. The Belden Mfg. Co., 4689 W. Van 
Buren St., Chicago, II. 
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McKINNEY Carded Hardware 


Displayed on open tables, McKinney Carded Hardware commands instant 
attention and sells itself. The McKinney line comprises 
32 quick-selling items mounted on attractive cards, complete 
with screws, to retail at 5 and 10 cents per card. 

All items are finished in either dull Brass or Cadmium to meet the popular demand. 
Packed 1 doz. of each of the 32 items in a box—12 boxes in a carton. Every item a fast- 
moving staple. Popular assortment packing in Lot A and Lot B. Send for Folder and 
Discounts. 


McKINNEY MFG. CO., N. S. PITTSBURGH, PA. 
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WILL 
RAT Sd ‘e] 


INGRET NOES 


feature 
Unusually Comfortable Rooms 
and the 


Finest of Foods 


TRADE MARK REG. US. PAT. OF FICE 


STEEL BELT LACING 


More Reliable 


Belting Service 


The great sur- ee 
plus strength of ——— 
Alligator Steel 
Belt Lacing pro- 
vides long unin- 
terrupted belt- 
ing service. The 
powerful com- 
pression grip produced in clinching 
the teeth, prevents friction and ply 
separation in the belt ends. This 
favorite lacing is quickly and easily 

applied and is reliable in practically 

every service on all types of flat belet- 

ing. Order from your jobber. 
FLEXIBLE STEEL LACING CO. 
4616 Lexington Street Chicago, Illinois 

In England at 135 Finsbury Pavement, 

London, E. C. 2 

















$2.50 Single, $3.50 Double 


De Witt Operated Hotels 
are Located in the 
Heart of their Respective Cities 











These bring buyers 


into the stores 


In your show window, display several packets of 


Moore 
Aluminum Push-Pins 


Many people who see them, immediately buy these new 
Push-Pins, which can be used with or without a hammer. 


In Window- 
6 for 10 Cents Front rackets 
i Your Jobber can supply you 


MOORE PUSH-PIN CO. 


113-125 Berkley St. PHILADELPHIA, PA. 


Sell Stewart Fence 
7 SE > A 








aX When in need of Fence, Gates 
or Miscellaneous Iron and Wire > 
A. specialties most people turn first Caan 
to their local hardware dealer. ;Amumae 
) Why not equip yourself with © 
Stewart literature, prices ard | 
discounts so that you can turn 
that ‘‘next’” inquiry into a 
profitable order? 
Write today for our dealer 
proposition. 
THE STEWART IRON 
| WORKS COMPANY, INC. 
918 Stewart Block, 
CINCINNATI, OHIO 


1 Sage 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 








Use the “Classified Opportunities Section” to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Accounts Wanted” and “Sales Representa- 
tives Wanted” advertisements. 





Set Solid, Minimum of SO werds....$3.00 


Each additional word ........... .06 
All Capitals, Minimum of 50 words.. 4.00 
Each additional word ..........+. 08 


Allow Seven Words for Keyed Address. 





Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


BOXED DISPLAY RATES 
B teh .ccccce ec scccccccoccoccce see 
Each additional inch .......... --+- 4.00 


Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts de 
not apply on Positions Wanted or Help 
Wanted Advertisements. 


HARDWARE AGE is published every other 
Thursday. Forms close Nine Days previous 
to date of publication. 

Address your advertisements and regiles to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 

















SALES ACCOUNTS WANTED 


SALES ACCOUNTS WANTED 


POSITIONS WANTED 








WANTED FOR OHIO, 
INDIANA, MICHIGAN, 


by aggressive sales executive, 
fifteen years sales manager for 
leader in the industry, specialty 
lines for retail and wholesale 
hardware and department store 
trade. Unquestionable refer- 
ences. 
Address Box B-198, 


Care of HARDWARE AGE, 
New York City 














MANUFACTURER’S AGENT—long acquaint- 
ance with trade in Chicago, Milwaukee, and 
vicinity offers efficient representation to manu- 
facturers—over 20 years’ experience selling hard- 
ware jobbers and retailers, department stores, 
painters’ supply, factory and machinists’ supply 
trade, can take on additional lines in hardware, 
household or kindred items. Address B-178, 
care of Hapware Ace, New York City. 





WANTED — DISTRIBUTING AGENCIES. 
We have storage and shipping facilities to take 
on one or more additional lines for distribution in 
Pittsburgh territory either as transfer agents or 
transfer agents and the jobbers combined. Corre- 
spondence solicited. Address The I. W. Scott Co., 
500 Liberty Ave., Pittsburgh, Pa. 





MANUFACTURER'S AGENT WITH BUF- 
FALO OFFICE wants agency to sell hardware, 
household or kindred lines to wholesale houses and 
department stores in western New York. Inter- 
ested only in substantial items; knickknacks not 
considered. Address Box B-195, care of HARDWARE 
Ace, New York City. 





FACTORY AGENT CALLING ON HARD. 
WARE and kindred trades in New England for 
twenty years wants additional line. Merchandis- 
ing new items our specialty. Address Box B-197, 
care of Haroware Ace, New York City. 


WANTED — HARDWARE AND HOUSE- 
FURNISHINGS LINES on commission for the 
hardware trade in northern Ohio and Pennsylvania. 
Write full details. Address The Browm Supply 
Co., Kenilworth Ave. S. E., Warren, Ohio. 





SALES REPRESENTATIVES WANTED 





HARDWARE SALESMEN WRITE FOR 
SIDELINE PROPOSITION that will make a 
day’s pay. Practical, indispensable tool used by 
factories, garages, electricians, machinists, car- 
enters, millwrights, plumbers. Field unlimited. 
rotected territory to men who can produce. 
Going over big wherever shown. Only men who 
can sell wanted. Address W. M. Cronk, 37 East 
Street, Stratford, Conn. 





COMMISSION MEN, WE OFFER SOME 
OPEN TERRITORY on commission basis on a 
wire line consisting of dish drainers, cake coolers, 
pot cover holders, egg baskets, soap dishes, 
french fryers, display baskets, delivery baskets, 
display stands, etc. Address Box B-196, care of 
Harpware Ace, New York City. 





SALESMEN TO SELL A LINE OF brass 
builders’ hardware _ specialties consisting of 
shutter holdbacks and other brass items at popu- 
lar prices to the better class of hardware stores. 
Only those with experience in the above line will 
be considered. Commission basis. Excellent side- 
line. Address B-179, care of Harpware AcE, 
New York City. 








HELP WANTED 





EXPERIENCED HARDWARE MEN located 
throughout the Metropolitan district of New York 
City will find it to their advantage to register 
with this Bureau for positions. e are called 
upon from time to time to fill vacancies in the 
hardware and allied trades, from the executive 
to the errand boy. We need young men of 
intelligence, training and experience to fill these 
positions. No registration fee required. No 
charge unless placed. 

ASSOCIATED PLACEMENT BUREAU 

152. West 42nd “Street 
New York City 





ESTABLISHED MANUFACTURER’S REP- 
RESENTATIVE calling on the jobbing trade in 
southern half of Ohio, part of Indiana and 
Kentucky, needs a cutlery line, household depart- 
ment line, brass goods line and sporting goods 
line. I cover territory at regular intervals by 
automobile. Address Box B-170, care of HARDWARE 
Ace, New York City. 





HARDWARE SALESMEN — EXCELLENT 
PROPOSITION for a man who sold hardware, 
house-furnishings, electrical and plumbing  sup- 
| vee to the retail stores in Manhattan and vicinity. 
State experience, whether you have dealer follow- 
ing, automobile, and territory covered. Address 
Box B-188, care of Harpware Ace, New York 
City. 





EXPERIENCED HARDWARE _ PERSON- 
NEL with many years of training in the hard- 
ware and allied industries are registered with 
this Bureau. You will find among our applicants 
the highest types of executives, salesmen, clerks 
and technicians, each thoroughly experienced in 
his line. This is the only employment ncy 
that specializes in the hardware industry. If we 
can help you in any way, please do not hesitate 
to call upon us. We charge you nothing for this 


ce. 

erYASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street 

New York City Wisconsin 7-1802—-1803 





EXPERIENCED SALESMAN, NEW OR- 
LEANS DISTRICT, desires connection with 
manufacturer or importer of hardware or kindred 
line catering to jobbers, large retailers, depart- 
ment stores, premium users. Louisiana, Missis- 
sippi, Texas. Unquestioned integrity and favor- 
ably-known untiring worker; no boozer or one-call 
—_ Address 2445 Gladiolus St., New Orleans, 





HARDWARE SALES EXECUTIVE with 
fifteen years’ successful sales and sales man- 
aging experience. Capable of sales promotion by 
person and letter, 35 years old, college education, 
desires permanent connection with local eastern 
hardware jobber where future possibility of ad- 
vancement is assur upon demonstration of 
ability. Unquestionable references. Address 
B-185, care of Harpware Ace, New York City. 





MERCHANDISER’ DESIRES (POSITION 
with manufacturer, wholesaler or retailer. Twenty- 
five years of age, and have seven years’ experi- 
ence with one retail store. Experience has been in 
Michigan, but will accept your offer regardless of 
location. Am interested in a permanent location. 
Address Paul J. Welbaum, 116 Lake St., Buchanan, 
Mich. 





OIL BURNER«MAN WITH FIVE YEARS’ 
EXPERIENCE selling, installing and servicing— 
rotary, gun-type and range burners, wants posi- 
tion as working manager of an oil burner depart- 
ment. Age 35, married. References exchanged. 
Address Box B-199, care of Harpware Ace, New 
York City. 





HARDWARE MAN —_ INTELLIGENT, 
TRAINED AND EXPERIENCED in general 
hardware and notions. Excellent crepe paper win- 
dow trimmer. Christian, single, age 29; clean, 
neat, sober and industrious. Reliable and have the 
ability to produce. Locate anywhere. Address 
A. Kleber, Melrose, Minn. 





SALES EXECUTIVE with 30 years’ experi- 
ence contacting with Hardware Jobbers, Supply 
Dealers, Manufacturers and Railroads through- 
out the United States is available for position 
with Manufacturers distributing their products 
through these channels. Address Box-187, care 
Harpware Ace, New York City. 








Are You Looking for 





REAL Sales Representatives ? 


The Classified Opportunities Section of Hardware 


Age is read every week by the kind of men you 
want to get in touch with. 
It costs little to tell them your story. 
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HILL Balcony Clothes Dryer 
Swings Clear of Building 
Swings IN so 


that every inch 
of line is within 
easy reach. When 
filled swings OUT clear of 
porch, fire escape or window 
balcony. Patented device pre- 
vents reel from blowing off. 
Holds 110 ft. line. Highest grade 
balcony dryer made. Good profit. 
Send for Booklet which shows 
complete line. 


HILL Clothes Dryer Co., Inc. 


Worcester Mass. 
OUR CONDENSED Catain= 
1932 DIRECTORY 
THE New York Distributor 
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> H. Kornahrens, Inc. 




















O. AMES 


The Shovel That Built America 


PARKERSBURG, W. VA. 
Famous A B W Brands 


AMES BALDWIN WYOMING CO. 


NORTH EASTON, MASS. 


O. AMES KNOXALL RED EDGE 
BRONCO MONONGAH PONY 
PACEMAKER HUSKY COAL BLUFF 











To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 














1 GRAB THE BIG 
ONES AND THE 
LITTLE ONES 








ARE EASY 





YOU CAN MAKE MORE MONEY WITH 


FLORENCE 


Oil Ranges : Ovens : Gas Ranges 


I 


Heaters and Range Burners 


*LORENCE STOVE CO., GARDNER, MASS. 


STABLISHEI 


























Brass Head Rustless 
Numeral ThumbTacks 


For use on Windows, 
Screens, Storm Doors, 
Furniture Shelves, Bins, 
etc. Numbers run from 
1 to 25, 26 to 50, 51 
to 75. 76 to 100. 25 
Numbers on each block, 
12 blocks in a box, 12 
boxes in a carton. 

,tail at 10¢ for 25 num- 
bers. Demand them 
from your jobber — if 
he cannot supply you 
write us. We protect 
the Hardware Jobher 
and Independent Mer- 











chant. 


Robt. E. Miller, Inc. 
35 Pearl Street 
New York, N. Y. 
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COBBLER OUTFITS 
b ‘ ™ 
PLY MO UTH 


COBBLER OUTFITS and Shoe 
Lasts and Stands are in big de- 
mand right now. Shoes are worn 
longer—men are “half-soling their 
own.” Display Plymouth Cobbler 
sets on your counter and in your 
window and watch them 
Plymouth Products also include 
“Gem,” “Little Giant,” ‘Never 
Fail” and “R & H” Corn Shellers 
and “Rapid” and “Korn King” 
Grist Mills. Write for catalog 
and low prices. 


THE FATE-ROOT-HEATH CO. 
1332 High St., 
Plymouth, Ohio 














’ : y ‘ Like the State Police 
j Taking f unishinent Nicholson Files have the 
“ pad of the fob super-ability to do their 
work under difficult con- 
. ditions. 
















You are selling the high- 
est quality files for the 
hardest jobs when you 
- sell your customers 
Nicholson Files. 
At your jobber’s. Nich- 
olson File Company, 
Providence, R. I., U.S. A. 


SAM N TRA MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


wate) o a 0) .0 D 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use 


"There IS a Difference in Sash Cord”’ 


OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling 


HARDWARE AGE 
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ISN'T IT TIME--- 





you made some Linseed Oil Profits 


FOR a long time, linseed oil was considered little more than 
a nuisance by the average dealer...a convenience for the 
customer, handled without gain to the merchant. 

But now, you should... and you can... make a decent profit 
on linseed oil. Follow the example of other wide-awake deal- 
ers. Sell Kellogg's Improved Boiled Linseed Oil, a premium 
product that the trade will buy at a better price... now even 
more valuable in the new Sealed 5-Gallon Containers. 


Sell Kellogg’s 
Improved. Boiled 


in Sealed Pails 
... Make Money! 


This innovation removes linseed oil from the non-profit class 
... definitely marks Kellogg's Improved Boiled as the superior 
specialty it really is and permits you to sell it at a better price. 


Now the master painter is protected from cheap, inferior lin- 





_ BOILED 


(NEDIBLE 





seed oil substitutions, is certain of getting the genuine, pure ; LI N S EE D 0 IL 


Kellogg product just as it left the refinery. 





Show the trade that you take pride in giving them genuine ff SPENCER kELioce & SONS. INC 
Kellogg's Improved Boiled Linseed Oil. ..and make more , ee ee 


money for yourself by doing it. 


Stock Kellogg's Improved Boiled in 5-Gallon Sealed Pails. Sell 
it at a mark-up that will bring you a fair profit. 


_ IMPROVED 


P 














prevents leaks. 
2. Sealedopening prevents 5. Wooden handle makes 


3. Cover is affixed so that it 


Special Oils Department BUFFALO, N.Y. 





9 REAL FEATURES OF THE KELLOGG 5-GALLON SEALED PAIL 


1. Clean pouring spout. 4. Strong wire bail. 7. Rubber gasket under lid 


substitution. it easy to carry when _ 8. Especially well contruct- 
full. ed of strong materials. 


cannot be removed with- 6.Recessedtopandbottom  Q. Attractive & useful. When 
out showing that it has for convenient stacking emptied, you will find 
been tampered with. in stock. it ideal for mixing paints. 


SPENCER KELLOGG AND SONS SALES CORP’N 








Cusine 
@ieenmeen 
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Who Mean 
BUSINESS 


LEADER 
SUPER SPEED 


WINCHESTER 


REPEATER 


REPEATER SUPER SPEED 


SHOTGUNS 
FOR EVERYBODY 


For hand-trap 
shooting, sell the 
Western Hand Trap 
and White Fiyer Targets. 


na Ss 


To Buy These NEW Shells 


HE hunting-minded solid citizens of your district look to Win- 

chester for the newest and best. They look to you for Winchester. 
It is your best magnet for drawing the very best trade for ALL your 
hunting goods—and for many another good sale to boot. 

Right now the shotgun shooters are especially interested in the 
NEW long range Winchester Super Speed loads. For their higher 
speed, longer range, shorter shot string, harder wallop, lighter recoil. 
For pass, timber or open water shooting at far-off big ducks that won’t 
stop. For geese, brant, prairie chickens, pheasants, doves. For turkeys, 
foxes, deer (buckshot or single ball). In 410 gauge, the sensational 
world-beating new 3-inch shell—outshooting the usual 410 shells two 
to one!—a popular new small-bore hunting load. 

They want your standard Winchester Shells. They want your 
Winchester Shotguns—NEW and standard models. 

Can your stock take care of your opportunities for profit? 


WINCHESTER REPEATING ARMS CO. 
NEW HAVEN Dept. 40-T CONN., U.S.A. 


IN CHESTER "223. S0A 
| / GUNS AND SHELLS 








HARDWARE AGE 








